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Never have Farm Mortgages been offered to yield such large returns. 


Never have Farm Mortgages demonstrated their superior inherent virtues than 
during the recent years of financial uncertainty and world crisis. 


Present conditions will not continue. 


The farsighted Life Insurance Company, financial institution or careful investor 
will take advantage of the present unusual opportunities and build for the future. 


Collins Farm Mortgages assure you-of a dependable income of 7 per cent per 
annum for 10 years to come. 


The eventual return to the old rates of 5% and 6% is not far off. 


Money, like everything else, is governed by the law of supply and demand. 
The peak of yield has now been reached. 


Collins Farm Mortgages combine safety, strength and service. 
They have stood the acid test for 36 years without loss of a penny to any 


investor. 


Buy for Income 


Collins Farm Mortgages will met your most exacting requirements. 


Send for Booklets, ‘‘Why Collins Farm Mortgages Are Safe’? and ‘“‘As Others 
See Us.” 


The time to buy Farm Mortgages is NOW. 


The F. B. Collins Inv estment Company 


Member Farm Mortgage Bankers Association of America 


727 Monadnock Block, Chicago 
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long as total disability continues. If accidentally killed, the company pays family DOUBLE 


the amount of insurance. 
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Medical Section Meets at Excelsior Springs 


American Life Convention Doctors Discuss Many Problems of Underwriting—Need for 
Greater Cooperation With Executive, Actuarial and Agency Departments Is Emphasized 





NEW OFFICERS—MEDICAL 
SECTION 


President, Dr. C. H. English, 
Lincoln National Life. 

Vice-President, George C. Craw- 
ford, Cedar Rapids Life. 

Secretary, F. L. B. Jenney, Fed- 
eral Life. 

The officers and the following 
constitute the Board of Con- 
trol: Henry W. Cook, North- 
western National; M. M. 
Lairy, Lafayette Life. 











GROWING interest in the medi- 
A cal section of the American Life 

Convention was indicated by the 
attendance of 225 at the meeting held 
at Excelsior Springs, Mo., March 16-18. 
The largest registration at any previous 
meeting has been 150 to 175. 

The medical section is quite a re- 
markable insurance group, and the con- 
vention, made up as it is of scientific 
men, takes on a different aspect from 
most insurance meetings. This was 
very evident from the thoroughness 
with which each subject had been gone 
into by the man who prepared the 
paper. The papers read at the medical 
section meeting can be more accurately 
described as essays than as addresses. 
It is evident that in many cases weeks 
of time had been put into the prepara- 
tion of the paper. Statistics have been 
gathered from all over, studies had been 
deeply followed out and the result is 
that each meeting of the medical section 
produces a new batch of up-to-date lit- 
erature on insurance medicine, which is 
probably of greater value to the busi- 
ness than the meeting itself. 

The officers of the medical section 
had requested that all papers be pre- 
pared in advance, and practically every 
essay was in complete pamphlet form, 
so that the members were able to take 
home with them a copy of each. 


Great Interest in Matter 

of Substandard Business 

The attitude of the medical director 
toward the life insurance prospect is 
naturally quite different from that of the 
agent. The applicant appears to the 
doctor more or less as a cripple in the 
last stages of some chronic disease 
buying insurance as a speculation. How- 
ever, the sense of the meeting showed a 
growing desire to cooperate with the 
agency force and to make it possible to 
accept as much business as_ possible. 
The subject of substandard risks was 
one in which most interest was shown, 
and practically every subject was con- 
sidered from this angle. 


President Taylor Urges 

Necessity for Cooperation 

C. G. Taylor, president of the At- 
lantic Life, and president of the Ameri- 
can Life Convention, had been requested 
by the program committee to speak on 
the subject of cooperation between the 


company. Mr. Taylor said that the 
head of each department is apt to put 
too much importance on his own depart- 
ment. Each department must surren 
der some things, however, in order to 
accomplish proper cooperation. Some- 
times the medical director after stand- 
ing on his own convictions, as he should, 
is overruled by the executive depart- 
ment. This is no occasion for the medi- 
cal director to feel slighted. As soon 
as he has given his opinion on a risk 
he passes the responsibility on to the 
executive department and should have a 
clear conscience and should think no 
more of it. It must be remembered that 
in the executive department lies the final 
responsibility and the necessity of co- 
ordinating the work of the entire 
organization. Its attitude must there- 
fore be the safest in the last analysis, as 
it considers both the agency and the 
underwriting end of the business. The 
medical director must be sympathetic 
with the agent and work in close co- 


operation and understanding with the 


actuarial department. 


At the business session the members 
of the medical section were urged to 
support the American Insurance 


Bureau, which is an inspection bureau 


owned and controlled by the conven- 
tion. The bureau is reported to be in 
good working condition now. It has 


not been fully tried out, however, and 


for this reason its support was fully 
urged at the meeting. 
The secretary reported that the con- 


vention has lost two members since a 
year ago—the Provident Life, which 
was reinsured, and the Mutual Trust 
Life, which has withdrawn from mem- 
bership. New members are reported 
follows: North American Life of 
Chicago, Atlas Life, Des Moines Life & 
Annuity, Public Savings, Maryland As- 
surance, Farmers National, Shenan- 
doah Life, Amicable, Omaha Life, Gulf 
Coast, National Life & Accident and 
Mid-West Life. 


as 


Extracts From the Essays and 
Discussions of the Medical Men 


GREAT many underwriting prob- 

lems were considered at the meet- 

ing of the medical section of the 
American Life Convention at Excelsior 
Springs last week. These cannot, of 
course, be taken up in full in this issue. 
However, a complete report of the meet- 
ing will be published by the medical 
section, giving all proceedings in full, 
which will undoubtedly be available to 
all those who are interested. 


Tuberculous Disease and 

Associated Lesions 

In discussing tuberculous disease, Dr. 
W. B. Metcalf of the Continental Assur- 
ance contended that it represents the 
most hazardous question with which 
the life insurance companies have to 
deal in selection, and that the hazard 
is greatly increased by the close asso- 
ciation with other lung lesions, and that 
it is also influenced by the very marked 
effect of other diseases upon the de- 
velopment of tuberculosis. It was 
brought out in this paper and the dis- 
cussion which followed that certain 
diseases show a predisposition to con- 
sumption. Pleurisy develops into 
tuberculosis within five years in 50 per- 
cent of the cases. No case showing a 
history of pleurisy should be taken in 
five years. One doctor did not think 
that pleurisy following pneumonia 
would be grounds for rejection, but the 
general opinion was that any case of 
pleurisy should be grounds for rejec- 
tion unless five years had elapsed since 
the last attack. 

Dr. Metcalf presented some very com- 
plete tables obtained by a questionnaire 
which demonstrated the attitude of the 
companies in regard to simple pleurisy, 
pleurisy with effusion, arrested incipient 
tuberculosis, history of wife or husband 
dying from tuberculosis, or influenza- 


pneumonia. He also presented some 
valuable figures taken from private prac- 
tice and from the records of public in- 
stitutions and hospitals. 

The utmost importance of getting a 
complete history of the applicant was 
emphasized in this discussion. 
Medical Director Must 

Work With Actuary 

A paper by T. A. Phillips, vice-presi- 
dent of the Minnesota Mutual Life, was 
read by E. W. Randall, president of the 


company, in Mr. Phillips’ absence. He 
said a medical director cannot be too 
well acquainted with the rate book. He 


should be thoroughly familiar with the 
actuary of the company and as sym- 
pathetic as possible with the work of 
the agent. He should remember that 
the net risk is the difference between 
the face value of the policy and the 
reserve. It thus seems more favorable 
to increase the premium than to rate it 
up by years. The medical director 
should have all his rating properly 
tabulated so that the agent can state a 
rate to the substandard risk rather than 
explain to him that he will have to rate 
him up 10 or 15 years. This is easier 
for the agent and the policyholders 
seem to like it better. 


Small Companies Need 

Not Fear Substandard 

Mr. Phillips said he saw no reason 
why the small companies should stay 
away from the substandard business. 
Such business, he said, can be con- 
sidered part of the general average, 
although there may be a little more 
fluctuation than the other class of busi- 
ness. He said this could be done safely 
by making the limit on substandard 
policies low, and by not exceeding a 
certain rating and avoiding such cases 


are known to produce fluctuation. It is 
not necessary, he said, to have enough 
of type of substandard risks to 
produce an average. It however, 
dangerous to adopt published experi- 
ence without comparing all the data be- 
hind the figures and the method of their 
compilation with his own company’s 
methods. 


each 


1S, 


Reducing Rating to 

Meet Competition 

Mr. Phillips said that he believed that 
in a case where a man has been accepted 
as an impaired risk and has been rated 
up accordingly, but after a number of 
years proves himself to be once more a 
standard risk, acceptable as such by a 
competing company, that there is good 
reason for reducing the rate to the 
standard at the request of the applicant 
and the agent because the loss of the 
policy means two adverse influences on 
the company. First, the adverse influ- 
ence on the mortality of the lives re- 
maining in the substandard group and, 
second, a loss in income and expense 
margin. He believes, however, that the 
rate need not be reduced to what the ap- 
plicant would have originally paid if he 
had been a standard risk, but to the 
same that he would pay if he were tak- 
ing out new insurance on a standard 
risk. Future dividends would be some- 
what larger and the increase in cash 
value would be greater as if he were 
issued a new policy. 

Disagreement with Mr. Phillips’ con- 
clusions was expressed by many of 
those present as regards the small com- 
panies writing substandard business. It 
seemed to be the general opinion that 
unless a company felt that it could risk 
a large surplus in experimenting with 
substandard business that it should stay 
away from it to a great degree. 


Double Indemnity Presents 

Big Problems to Companies 

The paper on double indemnity and 
total disability benefits which was read 
by L. D. Cavanaugh of the Federal Life 
was published complete in the last issue 
of Tue Nationat UNperwrirter, Discus- 
sion of the paper at the Thursday 
morning meeting brought out some 
other interesting angles. Dr. F. L. 
Grosvenor of the Travelers said that 
life companies writing health and acci- 
dent have an advantage in writing this 
class of business because of their more 
complete understanding of its trials and 
tribulations. He said that the tendency 
to extend disability coverage more and 
more towards covering temporary dis- 
ability was wrong, because no company 
except those writing accident and health 
insurance can understand the cost of 
temporary disability insurance. The 
moral hazard is another question which 
must be considered. 

In figuring the rate he said that the 
health and accident manuals in use are 
misleading to actuaries giving a rate for 
double indemnity because the manual 
considers the disability hazard while 
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the double indemnity, of course, only 
considers death by accident. 

He said that more importance than 
ever must now be placed on getting the 
family history of the applicant. He said 
that three principle causes of perma- 
nent disability are tuberculosis, nerv- 
ous troubles and _ cardio-vascular 
diseases. The need of the family his- 
tory is important because of tubercu- 
losis and insanity. If any tendency is 
shown toward these troubles in the his- 
tory of the applicant there is trouble 
ahead and the applicant cannot be ac- 
cepted as a standard risk. A risk cannot 
be accepted as a standard risk for life 
insurance with a limitation on double 
indemnity. 

I. P. Mantz of the Western Life, 
which company was one of the first to 
write double indemnity and total dis- 
ability insurance, suggested that one 

way for a company to overcome the 
selection against the company which 
undoubtedly exists with this class of 
policy would be to put the clause in 
all policies of a certain class or else in 
all policies in the company. 


Impairments Concealed by 

Applicant When Examined 

Speaking on concealed impairments, 
Dr. F. A. Causey of the Peoria Life re- 
ferred to tables which he had prepared 
from a series of 3,000 risks, the 
jority of whom were declined because 
the real impairment, although concealed 
in the application, was considered of suf- 
ficient weight to render them _  sub- 
standard risks. Each member in at- 


tendance was given a copy of each of | 





ma- 








the tables to refer to during the address. | 


Mr. Causey brought out the fact that 
in private practice the patient’s life is an 
open book to the physician. The patient 
is ready and willing to give the history 
of every ailment of greater or less im- 
portance. “The attitude assumed by 
the insurance applicant is markedly dis- 
similar,” said he. “In obtaining the 
family history the examiner is impressed 
by the absence of communicable 
disease. Grandparents usually live to 
a ripe old age, and if full credence could 
be placed in the data obtained, one 
might almost surmise the progenitors 
were translated. Parents seldom suffer 
from prolonged illness. 

“Medical directors are often informed 
by the agents that the applicant prefers 





to go to his family physician or refuses | 


to be examined by the regular examiner. 
In such cases it is a wise plan to cor- 
respond with the regular examiner and 
inquire of him if there is any impair- 
ment in the risk. Such cases should be 
looked upon with a critical eye, for it 
is apparent that a risk who is in good 
health does not prefer one examiner to 
another.” 


Information From Family 

Physician Is Valuable 

Dr. Causey then made a point which 
was later emphasized by Dr. F. L. B. 
Jenney to the effect that to request in- 
formation from the family physician is 
a good idea. Requests of this nature 
will rarely receive a rebuff and the ap- 
plications of many companies are such 
that in filling it out the applicant must 
give permission to call upon his family 
physician. The family doctor has seen 
the applicant during illness and has first 
hand information regarding his _his- 
tory and is, therefore, more apt to cor- 
rectly interpret it. Dr. Causey said it 
was his plan, whenever it is practical, 
to correspond with the physician who 
has treated the applicant for any disease 
which might affect his insurable status. 

Dr. Causey summed up by saying, 
first, that many cases should be ob- 
served very closely; second, that in- 
formation regarding personal impair- 
ment is many times incorrect; third, 
that by correspondence the company 
may come to some logical conclusion 
regarding the applicant; fourth, that in- 
definite terms which may mean only 
symptoms should be investigated to de- 
termine the exact pathology. 

The address of Austin D. Reiley, as- 
sistant inspector of risks of the Mutual 
Life, on the industrial selection of life 
insurance risks was a very comprehen- 








SONGS OF A MEDICAL DIRECTOR 


Should Touch the Heart of Any Agent 


R. HENRY W. COOK of the 

Northwestern National Life, chair- 

man of the program committee of 
the Medical Section, and Mrs. C. 
McCloud of Minneapolis, chairman of 
the entertainment committee, between 
them put on a program and entertain- 
ment at the Excelsior Springs meeting 
that went over big. The accompanying 
verses were sung at the get-together 
luncheon and in the case of the “My 
Dear Agent” the assemblage was di- 
vided into two sections, one side sing- 
ing the words of the agent and the 
other taking the part of the medical di- 
McCloud or Dr. 


rectory. Whether Mrs. 
Cook is guilty of the verses has not 
been discovered. Dr. Cook’s portrait 
portrait being on hand, he stands ac- 
cused. 
My Dear Agent 
(Tune: “Reuben, Reuben, I've Been 
Thinking”) 
“My dear Agent,” wrote the Doctor, 


“Application of Jim Brown 
Is declined for valid reasons; 
Sorry, but we've turned him down.” 





“My dear Doctor,” wrote the Agent. | 
“Your form letter just received, 

And the information given 
Makes me just a little peeved. 

In the first place, my dear Doctor, 
I have known this man a year, 

And I've never seen him drinking 
Much of anything but beer. 

He don't chew or smoke tobacco, 
He don't toddle to the Jazz; 

I can’t detail all the virtues 
That this super-standard 


has.” 


“My dear Agent,” wrote the Doctor, | 
“You are certainly some kidder, 

Case of Jim Brown still is turned down; 
Sorry, cannot reconsider.” 


wrote the Agent, 
decision makes me sigh— 
entitled to a contract; 
isn't, tell me why.” 


“My dear Doctor,” 
“Your 
Brown's 
If he 


“My dear Agent,” wrote the Doctor, 
“Brown's case shows much albumin, 

Mitral murmur, high blood pressure, 
And the fat man’s prize he'd win.” 


“My dear Doctor,” wrote the Agent, 

“Brown has trivial ills, that’s true, | 
But they’re family characteristics, 

So it’s safe to pass him through, 
Why, his father had a murmur 

You could hear a block or more; | 
His old grand-dad has albumin 

And he lived to ninety-four. 
Note the weight’s good distribution, | 

Pressure shows the heart is strong, | 
He has never had a hemorrhage, 
rush the contract on.” 
wrote the Doctor, 
Brown 


So please 
“My dear Agent,” 
“Application of Jim 





|} But the 
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DR. HENRY W. 


Is declined for valid reasons 
Sorry, but we've turned him down.” 
Glooms 
(Tune: “Smiles") 


risks that make us happy, 
risks that make us blue, 
that have C plus albu- 


There are 
There are 
There are some 
min, 
There are some 
too; 
are ills that 
ing, 
That the 
risks that 


with casts and sugar 


There have a somber mean- 
eyes of agents never see, 
fill my life with sad- 


ness 
Are those first year death claims on 
me, 
A Long, Long Wail 
(Tune: “There’s a Long, Long Trail 


a-Winding”) 
Days are growing very gloomy, 
The agent's wail is long, 
I'm a-growing weary only 
Listening to his song: 
The deaths of risks that 
Throng my memory, 
And the ones that I've rejected 
All live in spite of me, 


I've accepted 


death claim list a-winding 
Into the land of my dreams, 

Where the agents’ curses chanting, 
Angry glances gleam; 

There's a dark, dark day a-coming 
When all my bad dreams come true, 
When the Pres’dent and the Board go 

o'er 7 
That list 


There's a 


with me and you. 





the methods of his 
company in industrial selection, and 
considered the selection of life insur- 
ance risks from four standpoints: First, 
relation of industrial selection to selec- 
tion as a whole; second, individual vs. 
class selection; third, occupational sur- 
veys and their applications; four, the 
organization of the underwriting de- 
partment. In regard to individual vs. 
class selection he said, “While it cannot 
be said that any company has un- 
equivocally declared itself a follower of 
individual or class selection, every life 
company leans toward one or the other. 
As regards the industrial selection, one 
vital difference should be pointed out. 
Class selection does not admit of the 
charging of a preferential rate on well 
equipped and finely conducted opera- 
tions. The principal advantages for the 
class system are that it marks out ab- 
solutely the field of the agent’s labor 
and therefore he does not waste time 
in soliciting among classes that may 
not be acceptable when applications are 
presented; second, it reduces the selec- 
tion to a matter of machinery; third, it 
permits the insuring of entire industries 
by dividing it into a few classes, there 


sive exposition of 


that require no increase in rate to equal- 
ize the effect of those in which the rate 
is inadequate.” 

Mr. Reiley answered each of these 
arguments. He said the first loses a 
large. amount of its force when applied 
to a company represented by a well- 
organized and experienced staff of 
solicitors. The company can mark out 
certain lines of guidance which will 


teach the experienced agent when to | 


solicit freely, and when he should ask 
permission before using his time and 
energy to no purpose. As to the second 
argument, while an occasional unfavor- 
able case will still slip past the eyes 
of men, still the actual loss due to error 
is so small as to be negligible. He an- 
swered the third argument by pointing 
out the principal characteristics of the 
individual method. Further, a company 
practicing industrial selection wholly on 
the class basis is placed at a disadvan- 
tage if the company practicing individ- 
ual selection is operating in the same 
field 
Question Box Brings 

Up Prohibition Question 

The last session was a question box 
presided over by Dr. H. A. Baker, Kan- 





being sufficient members of the class 


sas City Life. Some very interesting 








discussions resulted. It was stated that 
prohibition had merely clarified the sit- 
uation somewhat. 

“We cannot let down the bars of in- 
vestigation as to the habits of the ap- 
plicant as regards the use of liquor,” 
“The young man, however, is not as apt 
to become an addict of liquor and un- 
doubtedly the next decade will begin to 
show the real value of prohibition to 
life insurance. The man who sells 
liquor, or who formerly sold liquor, is 
no better life insurance risk today than 
he was before prohibition. The habits 
which most of such men acquired be- 
fore the 18th amendment went into 
effect have already done their damage 
and if such a man was an impaired risk 
prior to June, 1919, he is so today. 

“The total abstainer class still shows 
a much better experience in companies 
where the figures are separated. We 
cannot relax our vigilance. We still 
have the holdovers who have already 
been impaired.” 


Gassed Men As 
Life Insurance Risks 


There was some discussion as to the 
effect upon young men, veterans of the 
world war, of gas and shell shock. Al- 
though a great many of these men have 
been taken for life insurance it was gen- 
erally agreed that they are poor risks. 
Even where a man who has been gassed 


seems perfectly well, and where an 
X-ray is obtained showing that his 
lungs are clear, there is danger of 
tuberculosis because the protecting 


shells were destroyed by the gas and 
the man has not his normal protection 
against infection. 

At the Wednesday afternoon session 
the program consisted of a symposium 
on urinalysis. Papers were read by Dr. 
A. H. Sanford, Mayo Clinic, Rochester, 
Minn.; Dr. D. M. Sherbrooks, Lincoln 
National Life; Dr. C. N. McCloud, Min- 
nesota Mutual Life, and Dr. W. G. Ex- 
ton, Prudential. The essays were dis- 
cussed by Dr. E. F. McCampbell, Mid- 
land Mutual Life, Columbus, O.; Dr. 
R. L. Rowley, Phoenix Mutual Life; Dr. 
Frank M. Denslow, Kansas City Life, 
and Dr. Charles B. Irwin. The ad- 
dresses contained very valuable material 
and showed painstaking preparation. 
Urinalysis is an essential part of the 
examination, and many valuable ideas 
were exchanged by the medical men. 


Would Abolish Missouri Commissioner 


Bills have been presented in the Mis- 
souri legislature to do away with the in- 
surance commissioner’s office and dele- 
gate its authority to a state insurance 
board. These bills are said to have been 
introduced at the instigation of Kansas 
City men, who recently submitted to 
Superintendent Harty papers for the 
incorporation of the Roosevelt Life, 
with headquarters at Kansas City. Mr. 
Harty rejected both the request for a 
charter and the plan of organization. 
The applicants obtained a favorable 
opinion from the attorney general, but 
Mr. Harty still refused to approve the 
charter. 

If they can put through the plan for 
transfer of authority to the insurance 
board, the promoters of the new com- 
pany hope to obtain the charter and 
proceed with the organization. 





Failed by Pocket Veto 


WASHINGTON, D. C., March 22.— 
After it had been passed by both 
houses of congress, the bill for reform 
of the War Risk Insurance Bureau 
failed by the “pocket veto” method. 
The president did not sign it in the 
closing hours of congress and it there- 
fore fell by the wayside. The bill 1s 
dead until reintroduced and repassed 
by both houses and signed by Presi- 
dent Harding. It is the understanding 
that this will be done immediately. 
there being very little opposition to it in 
either branch. 

The measure provided for the estab- 
lishment of fourteen regional divisions 
of the War Risk Bureau, through which 
the work was to be done, instead ©! 
having it all centralized in Washington 
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WOULD PENALIZE 
INDIANA COMPANY 





Allege That Advertising Used 
Violates Code of Ethics of 
American Life Convention 





FOUR LODGE COMPLAINT 





Executive Committee Takes Action— 
Company May Be Fined or 





Expelled from Association 


Action which may later be taken to 
the floor of the convention and may 
result in the censure, fine or expulsion 
of a prominent member of the Ameri- | 
can Life Convention because of a charge | 
of a violation of the code of ethics was | 
begun at the meeting of the executive | 
committee held at Excelsior Springs, 
Mo., last week. 

A complaint has been lodged by four 
Indiana companies against another In- 
diana company whose name has not 


been divulged, charging the latter with 
violating the code of ethics in regard | 
to advertising. 

Compares Figures 


It is said that the company has been 
advertising comparative financial state- 
ments, printing the statements of its 
competitors together with its own and 
pointing out differences where the com- 
parison favored itself. It is charged, | 
moreover, that the offending company 
published its own statement for 1920 in 
comparison with the 1919 figures of its 
competitors. This is said to be a dis- 
tinct violation of the code of ethics in 
regard to advertising and an explana- 
tion is being called for by the executive 
committee, and if proper amends are 
not made the company will be censured | 
on the floor of the convention and fined 
or expelled. 

It is felt that proper regard of the 
code of ethics is not had by some com- 
panies and that this is to be made a 
test case to prove that when the code | 
of ethics was drawn up, the members 
of the convention meant business, and 
did not publish the code merely for out- | 
side consumption. It is felt that once 
this matter is clearly understood and 
that it is known that violations of the 
code will be subject to a penalty which 
will really be inflicted, that no further 
trouble of this kind will occur. 


Urges Support of Bureau 


The other work of the committee was 
merely of a routine nature except that | 
it further urged the support of the 
American Insurance Bureau, the in- 
spection bureau owned and controlled 
by the conference founded a year ago. 
The bureau is doing a great deal of 
satisfactory work, but its efficacy de- 
pends upon the support of the member 
companies and although a great num- | 
ler of them have used the bureau regu- 
larly and have supported it in every 
way, there are many who have not been | 
doing it. It was the belief of the execu- 
tive committee that now that the bu- 
reau_ has been undertaken by the con- 
vention the proper test must be made 
of it and in order to prove whether or 
not it is worth while it must be fully 
supported by all the companies until it | 
has been given a chance to show what | 
can be done. 


Prepare for Convention 
NEW YORK, March 23.—The ex- 


ecutive committee and the executive 
council of the National Life Under- 
writers’ Association are meeting here 
this week to conclude plans for the 
‘nnual convention to be held at West 
Baden, Ind., next fall. 


RESPONSIBILITY REAL 
AGENT’S DUTY TO PROFESSION 


Vice-President Walton L. Crocker of 
John Hancock Mutual Gives Good 
Advice to Salesmen 


Speaking at the dinner of the Boston 
Sales Congress last week, Vice-Presi- 
dent Walton L. Crocker of the John 
Hancock Mutual Life discussed “The 
Future Responsibility of Life Insur- 
ance Salesmen.” He said that every 
agent had a responsibility to his profes- 
sion, but the ways of exercising the 
responsibility were as varied as human 
nature. The life insurance salesman 
may study insurance and sales tech- 
nique as a means of training the mind 
and building a_ solid professional 
foundation, but if this education is 
rade simply an end and not a means to 
a given result the agent will “hobble” 
his mind and not attain what, after all, 
is the real essence of success—the study 
of men and activity in the busihess 
world. For practical purposes, said 
Mr. Crocker, “a good acquaintance. is 


| more to be desired than great learning.” 


Self-Reliance and Fair Dealing 


Self-reliance and fair dealing in com- 
petition, even though gained at some 
cost, inevitably bears the fruit which 
invites the confidence of clients as well 
as the home office. Such a reputation 
for character is an asset of real value. 
There is no reason why an agent, to a 
considerable extent, should not be his 
own inspector and reporting agency, 
showing an appreciation on his part of 
the underwriting problems developed 
at the home office as well as the prob- 
lems of production in the field. There 
is no reason why an agent should not 
exercise careful, selective judgment in 
the risks which he presents to the com- 
pany for acceptance. 

The life salesman’s attitude toward 
competitors will increase respect or 
excite contempt for the whole institu- 
tion of life insurance. If the agent has 
not a standard of good ethics for him- 
self in this regard, he loses ground not 
only for himself but the whole institu- 
tion. For this reason, it is most desir- 
able for the life insurance agents to 
present a united front to the public on 
the subject of professional practices. 


Capital and Socialism 


Touching on the subject of socialistic 
agitation, Vice-President Crocker said 
that the agent is a “citizen capitalist” 
and consequently has a definite eco- 
nomic and political responsibility. Cap- 


| ital is the stored up surplus of indi- 


vidual production. The agent is 
engaged in the re-distribution of “cap- 
ital losses” occurring through destruc- 
tion of property or the _productive 
power of life. Hence, individually and 
collectively, the agent becomes an 
effective economic unit and conse- 
quently the promoter of the capitalistic 
democracy under which we live. As an 
agent he is a capitalistic factor and 
whether he represents a carrier having 
the outward form of a mutual or of 
capital which charges a price for its 
service, he is promoting and protecting 
capital, and this is equally true whether 
he is insuring property or life, whether 


| the “capitalist” be a man of large pos- 
means | 
whose capital may consist only of his | 


sessions or a person of small 
policy and a modest bank account. 

The insurance structure is closely in- 
terwoven with the existing economic 
system. With socialism and the conse- 
quent surrender of the citizens’ rights 
to the state, the institution would suffer 
along with individual liberty. Naturally. 
the insurance salesman desires to stand 
as “a free man” and he has a responsi- 
bility in opposing those doctrines which 
would erect the depotism of the com- 
mune. 


The Protective Life of Birmingham, 
Ala., has been licensed in Arkansas 


SHOWS FINE INCREASE 


BURNET REPORTS BIG GAIN 





President of Continental of Delaware 
Finds Business 50 Percent Over 
Last Year 


WILMINGTON, DEL., March 23— 
“We expected the business to go to the 
dogs this year,” said Philip Burnet, 
president of the Continental Life, today, 
“and here we are with the business 
showing an increase of about 50 per- 
cent over last year. It seems too good 
to be true.” 

The Continental Life operates in four 
states; it has just entered West Vir- 
ginia and also does business in the 
District of Columbia, Pennsylvania 
and Delaware. The bulk of its business 
is written in Delaware in the vicinity 
of Wilmington. Wilmington is prac- 
tically built around the Du Pont plants 
and with the Du Ponts cutting both 
wages and employes, the cry of poor 
business was raised in Wilmington. 
Yet here the Continental Life reports 
an increased business of 50 percent. 


“Poor Business” in Agent’s Mind 


Mr. Burnet was asked how it was 
that his company was able to write an 
increased business of such an extent in 
Wilmington and what the general out- 
look was. Here is his reply: 

“Our business seems too good to be 
true. At any time we look for it to go 
to the dogs. We looked for it to do so 
the beginning of the year, yet look at 
our wonderful increase. So we hope for 
the best. 

“The whole thing about poor busi- 
ness is the frame of mind of the agent. 
If he makes up his mind that business 
will be poor, then it will. But leave 
the agent say to himself that he will 
write more business and he will. 

“Here in Wilmington, the city is built 
practically around the Du Ponts. Last 
September an order went out to cut the 
employes down 10 percent. Word went 
back that this was done and an order 
went back to lay off another 10 percent. 
About 40 percent of the force has been 
laid off, yet we are doing a wonderful 
business. 

Mortality Rate Lower 


“The mortality rate this year looks 
as though it will be very low. One 
cause of this is that people are eating 
less. The war taught them to get along 
with less and it was one of the best 
things that could have happened to this 
country. 

“While we are expecting the worst, 
1921 looks as though it will show a 
slight increase over last year. The mor- 
tality rate will be lower. The people 
are better educated to insurance; they 
know what it is. The agent this year 
must be a salesman. If he makes up 
his mind that business will be good, he 
will write a good business. 

“This year the agent must be more 
than an order-taker—he must be a hard 
worker and a good salesman, But suc- 
cess this year means the frame of mind 
the agent is in. We need more optim- 
ism and a little less of the pessimism 
some folks have been feeding us. Our 
agents have been impressed with the 
fact that there is no business depres- 
sion—and just look at the result.” 


Penn Mutual’s New Executives 


Announcement is made by the Penn 
Mutual Life of four new company ex- 


ecutives, they being Sydney A. Smith, 
secretary; Charles A. Wood, assistant 
secretary; Paul Alexander, treasurer, 


and Thomas S. Snowden, assistant 
treasurer. Mr. Smith has been serving 
as assistant secretary since 1914. Mr. 
Alexander, the new treasurer, has been 
assistant treasurer since 1903. Mr. 
Wood has been in the secretary’s de- 
partment for many years, and Mr. 
Snowden has been a clerk in the sec- 
| retary’s department. 





ENTHUSIASM REACHES 
TOP NOTCH AT BOSTON 


More Than 1,200 New England 
Agents, Men and Women, in 
Attendance at Meeting 


EXPECT GREAT RESULTS 


Session Rivals National Association 
Convention in Same City in 


Interest Shown 


BOSTON, MASS., March 19—The 
accumulated enthusiasm which has 
characterized the sales congresses 


throughout the country the past few 
months reached a climax in the Boston 
Wednesday 1,200 
New England agents, men and women, 
gathered in Hall for the pro- 
gram laid out for the various sessions. 
rhe attendance was considered remark- 
able in view of the fact that the great 
National 


session when some 


Ford 


convention § in 
Boston last fall drew but 1,550 agents 
from the entire country, yet was in 
itself a record-breaker. In fact, there 
seemed to be many points of compari- 
son between the convention and the 
Sales Congress just closed in the way 
of the tremendously vital interest shown 
by all the delegates in the addresses 
and speeches and the very evident de- 
sire to make the most of the unusual 
opportunity. It is safe to say that the 
Congress has stirred up New England 
and that there will be splendid results 
shown in the coming months. 


Association 


Must Now “Sell” Policies 


The New England agents were not 
allowed to get the idea that they had 
done something wonderful because of 
the great amount of business written in 
the past year or two. It was very 
plainly pointed out by most of the 
speakers that life insurance agents had 
been little more than “order takers” 
during the big business period and that 
it was still up to them to go back over 
the same field and “sell” their policies. 

President Orville Thorp made much 
of this point in all of his several ad- 
dresses during the day and evening. He 
argued for presenting life insurance as 
an institutional message and to avoid 
methods of company competition, the 
latter having spoiled millions of dollars’ 
worth of policies. 


Danger of Competition 


President Fred A. Howland of the 
National Life of Vermont was one of 
the early speakers, and he also em- 
phasized the dangers of the lure of 
competition. He would first have the 
agents secure the confidence of the pub- 
lic in the institution of life insurance. 
He believed all companies should aid 
underwriters associations in keeping 
the business free from rebaters and 
“twisters.” President Howland thought 
the present the best time to write life 
insurance as the great burden of taxes 
had brought the well-to-do to favor life 
insurance as never before. Thrift had 
replaced waste and general extrava- 
gance and it would result in turning 
rivers of savings into life insurance. He 
did not believe real prosperity would be 
secured, however, until wages had been 
readjusted and he hoped labor would 
show a fair and reasonable attitude in 
the question. 

Franklin W. of Boston dis- 
cussed his favorite topic of inheritance 
taxes and he was followed with the 
closest interest. He said the federal tax 
statistics showed there were 50,000 new 
prospects for inheritance tax life insur- 
ance in New England alone, with about 
700,000 in the country. 


Ganse 











THE NATIONAL UNDERWRITER 


March 24, 1921 





































— 
—_—_ 


is 


se 
af ‘nll 
Mat 


+f 





The Prudential Insurance 
Company of America 


F. den, H Office. 
ae — ~"owastne N. J. 


Incorporated Under the Laws of the State of New Jereey 






































































THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
R are personal. The combined rights of individuals 
make up the rights of nations, and the “rights” of 
nations sometimes clash. It was for the protection 
of these individual rights that Americans entered the war; 
it was to defend these rights that we raised vast armies, 
disciplined and equipped’ them, and sent them overseas to 
fight. It was for individual rights that our men fought so 
heroically. Their victory is a victory for individual rights. 
Laws and Courts and treaties and baliffs and armies 
are properly the safeguards of individual and national rights. 
The first law of mankind was club-law,—the law of the 
strongest—the law of the jungle. The ultimate law,—the 
law toward which Democracies are struggling,—will be the 
law which gives every individual his rights, harmonizing 
them with other men’s rights. 

In a Democracy men are assumed to have been born with 
certain inalienable rights which are protected and restrained 
by laws which men themselves more or less directly make 
and execute. 

Laws are not rights; they should define rights and be 
their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have a 
right to be well brought up and well educated. These rights 
should be safeguarded as against the death or total dis- 
ability of the husband and father. In most cases there is 
no safeguard except Life Insurance. 

The rights of the individuals,—husband, wife and chil- 
dren,—are written in the policy, and are further safeguarded 
by the accumulations of the insuring company and by the 
laws under which it operates. You can’t live real democracy 
without insuring your life. . 

The New York Life Insurance Company issues a Policy 
insuring against the risk of death or total disability. Be- 
hind each Policy is seventy-four years of experience, abundant 
resources, and the supervision of laws that define and main- 
tain the rights of individuals. 


NEW YORK LIFE INSURANCE CO. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 
















Charles W. Scovel of Pittsburgh, 
Alex S. Browne of the New York Life, 
of Boston, and Earl G. Manning were 
other interesting speakers of the day. 


Special Industrial Session 


Simultaneously with part of the gen- 
eral program there was held a special 
session for industrial men in an adjoin- 
ing hall, where some 500 agents gath- 
ered. Robert H. Clark of the John Han- 
cock, one of the best known industrial 
men of the country, was in charge of 
the session, and there were some lively 
discussions. W. A. Sullivan, Boston 
superintendent of the Metropolitan, and 
George H. Spillane of Lowell, superin- 
tendent of the John Hancock Life in 
that city, and Thomas H. Ringer of 
Fall River were among the principal 
speakers in this session. 

A “town meeting” on technical topics, 
with “Thorp of Texas” as moderator 
and Charles W. Scovel, Barney Pearson 
of Texas, and a number of other live 
wires as “selectmen,” closed the morn- 
ing session. 

The afternoon was given over to sell- 
ing talks and they came fast and furious, 
each speaker increasing the enthusiasm 
until the end of the afternoon, when the 
audience had about reached the full 
saturation point. David E. Sprague, 
Charles H. Sagar and George Brown 
injected songs and instrumental music 
at intervals to break up the strain and 
the delegates entered enthusiastically 
into the program. 


Overflow Dinner Necessary 


A dinner was served in the evening in 
the same hall where the Congress had 
been held and there being more than the 
hall could hold there was arranged an 
overflow dinner at the Exchange Club. 

Charles C. Gilman, president of the 
Boston association, who had presided at 
each of the day’s sessions, with the ex- 
ception of the industrial group, was 
toastmaster at the banquet and made a 
merry close for an exceedingly busy 
day’s work. 

Vice-President Walton L. Crocker of 
the John MHancock, Commissioner 
Hobbs, National President Orville 
Thorp, Dr. F. C. Wells of New York, 
medical directors of the Equitable Cife, 
and President Frank G. Allen of the 
Massachusetts senate were the prin- 
cipal speakers. Mrs. Thorp and Mrs. 
Florence E. Shaal, one of the national 
vice-presidents and founder of the New 
England Women’s Life Underwriters 
Association, were among those at the 
head table. 


No Indiana Codification 


There will be no codification of Indi- 
ana insurance laws for the present, the 
bill in the legislature, providing for it, 
having failed to pass. The expense of 
doing it, estimated at $10,000, is sup- 
posed to have been the _ handicap, 
though advocates of the bill said it 
would bring in added fees ten times the 
cost. It is said there is much need of 
such revision of the laws, some of which 
are inconsistent with or contradictory 
of others and open to various interpre- 
tations, which leaves the situation much 
confused for those having the carrying 
out of the laws. One objection made 
to the bill as drawn was that it left the 
insurance commissioner in position to 
put his own construction on the laws 
and that the bill lacked a provision that 
the codification should be accepted and 
approved by the legislature before 
going into effect. 

House bill 126, Indiana legislature, 
defining who may write group life in- 
surance and regulating the issuance of 
policies, was passed. 

House bill 134, to broaden the powers 
of insurance companies relative to in- 
vestments they make, also passed. 


Mountain States Relicensed 


The Mountain States Life of Denver 
has had its license restored by Commis- 
sioner Wilson of Colorado as of March 
18. He found upon investigation that all 
the ten points demanded in his order as 
requisite for a license had been complied 

















OPTIMISM IS KEYNOTE 
OF HARTFORD MEETING 


Note of Business Depression 
Wholly Lacking in Addresses 
and Discussions 


TRIBUTE FROM GOVERNOR 


Connecticut Executive Says Life Men 
Typify What Is Essential in 
Business Today 


HARTFORD, CONN., March 22— 
“I say to you that you typify, as indi- 
viduals and as a business, what is 
necessary to the state and to the coun- 
try 1 it 1s to move on to greater sta- 
bility; you have what is necessary in 
these days of reconstruction—cour- 
age,” said Governor Lake in welcoming 
delegates to the one-day sale congress 
held here last week under the auspices 
of the Connecticut, Vermont and West- 
ern Massachusetts associations of life 
underwriters. Governor Lake grew 
serious in the midst of humorous remi- 
niscenses and paid warm tribute to the 
part the field men of the life insurance 
business were performing for their fel- 
low men, 

‘There has been an inclination for 
certain industries to lay down and let 
business catch up to them,” he con- 
tinued. “I don’t need to say ‘go get the 
business’ to you men. Fortunately you 
are a class of men doing more than 
merely picking up insurance—you are 
not getting discouraged. And _ that’s 
what is needed. If you meet a stone 
wall, go over or around it, but don’t 
let it stop you.” 

Mansfield for Multiple Lines 


Governor Lake was introduced by 
Commissioner Mansfield, toastmaster at 
the banquet which closed the day’s pro- 
gram. Nearly 100 «attended the ban- 
quet. Commissioner Mansfield showed 
in his talk that he was for multiple 
lines and believed that a strong insur- 
ance company should be allowed to 
write any line a man could want. He 
said common sense was at the bottom 
of the insurance business and at the 
bottom of insurance law. He told his 
audience that the solution of problems 
did not lie in legislation in every little 
detail. “It is not necessary to legislate 
in every little detail,” he said, “for if in 
the honor and integrity of insurance 
men you cannot find a remedy, you 
cannot find it on the statute books. In 
my opinion legislation should be con- 
fined to general principles.” 


A Company’s Biggest Assets 


Orville Thorp, president of the Na- 
tional Life Underwriters Association, 
said that he was addressing his re- 
marks particularly to the agency man- 
agers when he told of the great 
responsibility companies had in taking 
young men and women on their forces. 
He believed that the companies were 
“missing the biggest bet on the cards” 
by failing to teach new salesmen the 
fundamentals of the business and help- 
ing them in every possible way. 

President Henry S. Robinson of the 
Connecticut Mutual Life replied that 
he believed insurance officials recog- 
nized their agency organizations as 
assets, and that although perfection had 
not been reached in the work of pre- 
paring them for their calling, marked 
progress was being made. 

Power of Phrases 


Franklin W. Ganse of Boston, chair- 
man of the executive committee of the 
national association, touched upon the 
“power of phrases,” and he presented 





with. 





several of these, admitting that he did 
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not originate all of them. Among them 
were such insurance sellers as “It’s a 
cinch you'll be an old man or a dead 
man,” and “How long do you want to 
support your wife; as long as you live 
or as long as she lives?” 

He referred to Governor's Lake's use 
of the phrase “persuasive energy,” and 
he said that he thought the combination 
of persuasion and energy was ideal for 
the insurance man. 

“You should be as nervy as a book 
agent and as tactful as a woman,” he 
said. 

Avoid Competition 

Charles W. Scovel, ex-president of the 
national association, warned against the 
“blinders” of the insurance selling game, 
particularly mentioning the “lump sum” 
blinder and other “formal containers.” 
He stressed most of all the folly of try- 
ing to inject the idea of competition 
with another company into a talk witha 


prospect, and pointed out that the dif- | 
ference between good companies was | 


slight in comparison with the similarity 
of the service which they rendered. 
Optimism Is Keynote 


The day's sessions were marked both 
by the delegates and the speakers with 


a spirit of optimism and idealism. The | 


note of business depression which now- 


adays is met with so frequently was | - “ 2? | 
court decisions in regard to benefictary | 


completely lacking in the speeches and 
general discussion. The sessions were 
the first meetings of any large gather- 
ing in the new assembly hall of the 


Phoenix Mutual Life. Some 425 attended. | 


At the morning session John B, Moore, 
president of the Connecticut Life Un- 


derwriters Association, presided. J. M. | 


Holcombe, president of the Phoenix Mu- 
tual Life, who was the first speaker, 
welcomed the visitors briefly and ex- 


pressed his pleasure in being able to} 


offer the use of the new hall. Orville 
Thorp spoke on the necessity of provid- 


discussed the problems of salesmanship. 
Not Affected by “Buyers’ Strike” 


Mr. Scovel, in what was easily the best 
speech of the session, discussed the un- 
derwriting of large corporations and 
business houses. He said that the busi- 
ness paralysis and the “buyers’ strike” 
applied in no way to life insurance, but 
that such depression caused large manu- 


facturers and owners to increase their | 
surplus by increased investments to pro- | 


tect themselves better against failure. 
No concern, he said, could be safe in 
these times unless it had reserve hold- 
ings to turn to in case of necessity and 
life insurance afforded them the most 
attractive investment. 

The afternoon session was in charge 
of Clarke H. Richards, president of the 
Western Massachusetts Life Underwrit- 
ers Association. The principal speakers 
were F. W, Ganse, Charles W. Scovel and 
Winslow Russell, general manager and 
vice-president of the Phoenix Mutual. 


Insurance Committee Meets 


The insurance committee of the 
Chamber of Commerce of the United 
States met in Chicago this week. The 
only question affecting life insurance 
related to national taxation. It was 
pointed out that an injustice was done 
life companies in the present system. 
The manager of the insurance depart- 
ment, M. B. Trezevant, was authorized 
to continue to collect data from life and 
casualty companies to show their value 
in business in issuing group policies. 
M. J. Cleary, vice-president North- 
western Mutual Life and member of the 
committee, was present at the meeting. 

Manager Trezevant will gather to- 
gether more information on group dis- 
ability insurance and its effect on indus- 
try. The department of insurance has 
made a similar investigation of group 
life insurance and the report has been 
turned over to the commercial depart- 
ment for study. Manager Trezevant 
presented a plan for the accumulation 
and distribution of laws on workmen’s 
compensation insurance in the Latin- 
American countries. A number of con- 
cerns in this country desire to know 
just what conditions confront them 
along this line in these countries. The 
msurance committee will attempt to 
accumulate the insurance laws of all for- 
eign countries. 








| however, are so clear and well estab- 
lished that there is little difficulty in 


‘as such, but may insure the life of its 





BUSINESS INSURANCE 
AND ITS LEGAL BASIS 


Herbert N. Laflin, Counsel of 
Northwestern Mutual Life, 


Reviews Precedents 
UPHELD BY THE COURTS 


General Question of Beneficiaries Inter- 
est Discussed in Address at 
Carnegie Tech 


Herbert N. Laflin, associate general 
counsel of the Northwestern Mutual 
Life, delivered the graduation address 
to the March class at the School of 
Life Insurance Salesmanship at Car- | 
negie Tech. He discussed the general | 
question of beneficiaries’ interest in life 
insurance, reviewing especially the 





clauses. He emphasized the necessity | 
for great care in designating the | 
beneficiary. 

“In designating a beneficiary the in- | 
sured should be clear and_ specific, | 
avoiding the use of terms or words that | 
may make his meaning indefinite or un- | 
certain,” he said. “Words used in des- 
ignating the beneficiary in a life policy | 
are not to be given their technical sig- | 


| nificance, but construed broadly to the 
ing for America’s needs in insurance un- | 
derwriting, and Barney Pearson of Texas | 


end that the intention of the insured 
may be carried out. The ordinary per- 
son attempting to designate his 
beneficiaries in a life insurance policy 
is not skilled in the law or acquainted 
with the technical significance of legal 
terms—hence words used in naming a 
beneficiary are construed in accordance 
with the sense in which they were used 
by the insured.” 





Writing of Business Insurance 


Of especial interest from the under- 
writing standpoint was Mr. Laflin’s re- 
view of the situation as regards busi- 
ness insurance. In that connection he | 
said: 


The field of business insurance is al- 
most wholly undeveloped and offers 
spendid opportunities to intelligent and 
aggressive life insurance salesmen. This 
form of insurance is so new that we 
have comparatively few precedents to 
guide us. The controlling principles, 


determining what contracts are valid 
and will stand the tests applied by the 
courts. The law is well settled that one 
may protect by insurance any financial 
or commercial interest he has in the life 
of another. Thus, a creditor may in- 
sure the life of his debtor, a partner 
that of his co-partner, a servant the 
life of his master. A master may insure 
his servant against such injuries as in 
the course of his employment may im- 
pose liability on the part of the master. 


Cover Any Financial Interest 


The life of a contractor under obliga- 
tion to construct any work may be in- 
sured by his employer, and persons pe- 
cuniarily interested in any financial en- 
terprise may insure the life of the finan- 
cier who has it in charge. A tenant of 
real estate for the life of another may 
insure that life. One who acquires a 
property interest contingent upon an- 
other’s attaining a specified age may, 
through insurance, secure indemnity for 
loss he would suffer by the death of that 
other before attaining such age. A 
surety may insure the life of his prin- 
cipal but the principal may not insure 
the life of his surety. A stockholder 
who invests money in a corporate enter- 
prise, relying upon the personality. 
financial standing or peculiar adaptabil- 
ity or skill of the president, manager or 
other officer of such corporation may 
insure such officer's life, at least to the 
extent of his financial interest in the 
corporation. A corporation cannot in- 
sure the life of a stockholder or director 


president, manager, principal incorpora- 
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HERE are a lot of important 
factors in the value of an agency 
contract to an agent, beside the 

terms of commission, or other terms 
of the contract. 


The principal item that interests the 
wise agent is the company that makes 
the contract. After he has satisfied 
himself that the company is sound 
financially, he is most anxious to find 
out what the spirit of the company is. 


Agents of the Amicable know that 
under its present management, the 
Amicable has a spirit which has its 
dollars and cents value as well as a 
value in personal satisfaction. 


The Amicable spirit is one of team- 
work and of mutual helpfulness. It is 
a booster spirit. 


Both agents and officers are glad to_be 
working with the Amicable. 
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tor, or other officer or employe upon 
whom the success of the corporate ven- 
ture depends. 


Principles Well Established 


While the whole field of corporation 
insurance is new and the authorities 
dealing with the legal questions arising 
therefrom comparatively few, the legal 
principles involved are by no means 
novel, but on the contrary have been 
established by long lines of judicial de- 
cisions both in this country and in Eng- 
land. The current decisions seem unani- 
mously to hold that a _ corporation 
has an insurable interest in the life of 
an officer or employe, and that the use 
of its funds to purchase insurance on 
such life is not ultra vires. In other 
words, the courts recognize the need and 
value of protection of this character 
and are quick to give it the sanction of 
the law through the application of well 
established legal principles. 

I might add that by the weight of au- 
thority the termination of the business 
relationship of the insured to the bene- 
ficilary corporation does not affect the 
validity of the policy or the right of the 
corporation to continue it in force by 
the payment of premiums and ultimately 
to collect the full proceeds. It is only 
necessary that the relationship, which is 
the basis of the insurable interest, exist 











at the inception of the policy, and a de- 
crease, suspension or entire termintion 
of that interest before the policy ma- 
tures in no wise affects the beneficiary’s 
right of recovery. 


Trustee as Beneficiary 


Policies may be made payable to a 
trust company, to an individual as trus- 
tee, to a partnership or corporation as 
well as to individuals. In naming a 
trustee as beneficiary the policy bears a 
stipulation that the receipt of the trus- 
tee shall absolve the company from all 
further liability, and that the latter 
shall not be obliged to look to the appli- 
cation of the insurance money. There 
frequently arise circumstances wherein 
the designation of a trustee, and espe- 
cially a trust company as beneficiary, 
will be of advantage to the insured. A 
declaration of trust or trust agreement 
may be executed clearly specifying and 
limiting the rights of the beneficiaries, 


and containing provisions and condi- 
tions which could not be incorporated 
in the insurance policy, such trust 


agreement or declaration may be modi- 
fied from time to time to meet changing 
conditions in accordance with the wishes 
of the insured. In such case the dec- 
laration of trust or trust agreement may 
provide that the proceeds of the insur- 
ance shall be disbursed in accordance 
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with the provisions of the last will of 
the insured, 


Northwestern Mutual’s Form 


In view of the limited life of partner- 
ships, the partnership policy in use by 
the Northwestern Mutual Life is made to 
contain these clauses: 

“This policy and the proceeds thereof 
shall constitute assets of the co-part- 
nership beneficiary above named or of 
any succeeding co-partnership of which 
the insured shall be a member, continu- 
ing the particular business enterprise in 
which the above named beneficiary is 
now engaged. The word ‘beneficiary’ as 
herein used refers to any such succeed- 
ing co-partnership as well as to the co- 
partnership above named. If no such 
co-partnership beneficiary shall be in 
existence at the death of the insured the 
proceeds hereof, unless otherwise pro- 
vided herein or directed by the insured 
and beneficiary, shall be payable to the 
executors, administrators or assigns of 
the insured. No such direction shall be 
effective unless duly made in writing 
and filed at the home office of the com- 
pany (accompanied by this policy for 
suitable endorsement) prior to the 
death of the insured.” 

“The company shall not be required 
at any time to inquire who may compose 
the co-partnership beneficiary herein 





named or any other such beneficiary 
hereunder, nor shall it be required to 
take notice of or be bound by any 
change in the name or membership 
thereof unless written notice of such 
change (accompanied by this policy for 
suitable endorsement) be filed at the 
home office of the company prior to the 
death of the insured. The company shall 
have the right to rely upon any written 
instrument affecting the interest of such 
beneficiary when signed by any person 
appearing by this policy and. the en- 
dorsements thereon to be a member or 
a surviving partner of such co-partner- 
ship beneficiary and all parties in in- 
terest shall be bound by all statements 
contained in any such instrument and 
any action of the company taken in 
reliance thereon.” 

In the designation of a corporation as 
beneficiary care should be taken to use 
the legal corporate name. Agents can 
save both themselves, their company 
and their client’s time, trouble and an- 
noyance by following closely the require- 
ments and instructions of the home of- 
fice, and by being accurate and explicit 
in communicating the essential facts to 
the company. 


Exemptions in Bankruptcy 


A great majority of the states by stat- 
ute wisely exempt from the claims of 
insured’s creditors a limited amount of 
insurance issued for the benefit of his 
wife and children. The federal bank- 
ruptcy act recognizes the exemption 
statutes of the state of the bankrupt’s 
residence, so that if the insurance is 
exempt under the state law, the insured’s 
creditors cannot reach it should the in- 
sured become a bankrupt. The trustee 
in bankruptcy of the insured acquires 
no interest in the surrender value of an 
insurance policy exempt under the law 
of the insured’s domicile. 

When a third person is named as bene- 
ficiary and the policy contains no change 
of beneficiary or surrender privilege, the 
insured has no interest in the policy 
which will pass to the trustee in the 
event of bankruptcy. 

Where a policy is assigned to the in- 
sured’s wife for a valuable consideration 
the insured’s trustee in bankruptcy has 
no claim thereto and the circumstance 
that a part of the premiums were ad- 
vanced by the insured does not affect 
the wife’s title to the policy. 

It has recently been held by the su- 
preme court of the United States that 
when the insured reserves to himself the 
power to change the beneficiary the cash 
surrender value in the event of bank- 
ruptcy will pass to the insured’s trustee 
in bankruptcy, for the benefit of the 
creditors. In any event, the interest of 
the trustee in bankruptcy is limited to 
the cash surrender value of the policy 
at the date of the filing of the petition 
in bankruptcy. Deferred dividend accu- 
mulations, endowments or dividends ac- 
cruing subsequent to the filing of the 
petition are not affected by the bank- 
ruptcy, and if the insured dies pending 
the bankruptcy proceedings all that the 
trustee can claim is the cash surrender 
value of the date when the bankruptcy 
petition was filed. 


Travis’ Rule on Licenses 


Superintendent Travis of Kansas is 

preparing a new ruling regarding the 
agents of all companies operating in 
Kansas. The ruling is expected to be 
ready during the present week. The 
legislature refused to pass the law asked 
by the department relative to the revo- 
cation of the licenses of agents and 
>-roviding for hearings when the com- 
-plaints have been made to the depart- 
ment. 
The new ruling will put into effect 
what the legislature failed to do. It 
will be a notice to the companies that 
licenses will not be issued to any per- 
sons who have been found guilty of any 
criminal offense; who have been found 
culity of twisting, misrepresentation; 
selling notes before the delivery of a 
policy or who owe any balances to the 
company. There may be some other 
prohibitions added during the course of 
the preparation of the ruling. 


District Meeting at Lansing 


A district meeting of agents of the 
Equitable Life of New York was held 
Monday night at Lansing, Mich., for 
the purposes of discussing current in- 
surance problems. Among the speak- 
ears were John T. Winship, M. H. Zac- 
hariah and R. M. Ryan of Detroit and 











L. B. Dolson of Lansing. 
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Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders Service to Agents Service to the Public 


Operates under the “Famous” Registration Act which requires the 
reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited 
H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. DR. J. R. NEAL, Sec. 
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Value of Monthly Income Plan 


More and more agents see the value 
of being able to present the monthly 
income plan of insurance. It is a very 
logical plan. It fits in nicely with the 
payment of household expenses. Fur- 
thermore, many men have been im- 
pressed during the last six or eight 
months with the depression in stand- 
ard securities. They have seen many 
people who were supposed to be gifted 
with financial foresight and great wis- 
dom, lose heavily in their investments. 
They have come to the conclusion that 
it not only pays to create an estate 
through life insurance but it pays to 
make the life insurance company the 
administrator. In other words, monthly 
income insurance makes life insurance 
doubly sure. The Eguitaste Lire of 
New York gives in succinct form some 
of the main reasons for income insur- 
ance and why it pays agents to sell it. 
They are worth repeating. Here are 
the points as listed by the Equitable: 


1. Life income insurance furnishes 
the only permanently secured insurance 
for family protection. Hence every agent 
should offer it in all appropriate cases. 

2. It is the best insurance to offer in 
such cases, because it has greater nov- 
elty, and therefore arrests attention and 
arouses interest. 

3. Thus it facilitates the approach, 
and if taken it will in all normal casés 
be more enduring, because it will meet 
the needs of the insured better than 
any other kind of insurance. 

4. This benefits the agent, for the 
fewer the lapses the greater his earnings. 

5. New plans are at first harder to 
deal with than those which are familiar, 
but it is the consensus of opinion that as 
soon as the agent learns how to sell in- 


Policy Loans Are Numerous 


Lire insurance companies find that in 
spite of all the educational work that 
has been going on, the demands for 
loans on policies are very heavy. Loan 
values constitute one of the important 
features of the life insurance contract. 
A purchaser of insurance has an equity 
in his policy. It belongs to him. Un- 
fortunately, it is much easier to borrow 
from a life insurance company on one’s 
policy than from a bank or any other 
loaning institution. Most of the loans 
are on policies that provide for 5 per- 
cent, interest. Where a man is in need 
of money and can get it on his life in- 
surance at 5 percent, it certainly does 
not pay him to go to a bank and get it 
at 7 percent. Most of the modern poli- 
cies now provide for 6 percent interest. 

Companies find that country bank- 
ers especially, are encouraging the ap- 
plication for policy loans. People go to 
a bank to get money. They are turned 
down. The banker suggests that if they 


come insurance it is as easy as, or easier 
than, any other kind, requiring no more 
effort and occupying no more time. 

6. Moreover, statistics prove that ap- 
plicants take twice as much insurance 
on the income plan as on any other. This 
largely increases the agents’ earnings. 

7. The reason larger policies are 
taken on this plan is that without any 
argument or explanation on the part of 
the agent, the applicant sees for himself 
that to accomplish his aims he needs 
more insurance than he could have been 
persuaded to take payable in one sum. 
Thus the applicant relieves the agent of 
a large part of his labor. 

8. It is a good policy to offer to the 
man who thinks he carries all the insur- 
ance he needs. A certain income for a 
specific beneficiary, such as wife or 
daughter, is attractive. 

9. Avoid offering more income insur- 
ance than a man can pay for. Such a 
mistake raises the expectations and 
dashes the hopes of the prospect. It is 
better to induce a man to take the first 
step in a program which can be com- 
pleted by taking additional policies from 
time to time thereafter, 

10. Small income policies are not to 
be despised. Ten dollars a month for 
“pin money,” a birthday present policy, 
or a Christmas present policy, is at- 
tractive. 

11. A good combination for any one is 
a small policy payable at once, and an 
income policy for permanent support. 

12. The laboring man may not be able 
to carry incOme insurance, but for men 
of slender means a small policy payable 
in full at once, supplemented by a small 
income policy, is an excellent combina- 
tion, 

13. In most cases the beneficiary 
should be restricted to the income settle- 
ment, and the spendthrift clause should, 
as a rule, be added. 

14. The agent who sells income insur- 
ance, not only makes more money, but 
has the satisfaction of knowing that he 
is rendering far better service to his 
clients than the agent who adheres to 
old or obsolete methods. 

—_—— 


carry insurance, they can borrow the 
money on their policies. Unfortunately, 
when a loan is made and the interest 
begins to accumulate, a policyholder 
does not pay back the loan and the 
accumulated interest. Perhaps 75 or 80 
percent of the policies on which loans 
are made can be counted down and 
out, 

During the last six months the loan 
applications have been very numerous. 
Regardless of the unfortunate phases of 
the situation, the conditions of the times 
point to the desirability of life insur- 
ance, because of its value in time of 
emergency. If a man is confronted 
with a crisis financially and has an 
equity in life insurance, he has a re- 
serve on which he can draw. 





TrutH is mighty and will prevail. Just 
tell the truth, but tell it as if you believed 
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W. E. Simpson, district manager for 
the West Coast Life at Porterville, 
Cal., paid for more than $165,000 of 
new business in February, besides send- 
ing in applications for approximately 
$200,000 more, being business written 
during the shortest month in the year. 
Mr. Simpson prepares his presentation 
after having obtained a general knowl- 
edge of his prospect and his prospect’s 
situation. He then presents a com- 
plete case to the man, bringing out the 
points which particularly fit the per- 
son’s requirements. 

Former Governor W. L. Harding of 
Iowa has set at end rumors that he is 
soon to remove to Sioux City. He is 
now acting as president of the new 
Liberty Life of Iowa and states that 
he will continue in that capacity. 

Former Congressman Lewis Sperry, 
general counsel of the Aetna Life, has 
submitted to Governor Lake of Con- 
necticut his resignation from the state 
department of health. He has been a 
member of the public health council 
since its organization under an act of 
the legislature of 1917, and previously 
served on the old state board of health 
several years. Governor Lake has nct 
yet acted upon his resignation. 

Charles F. Coffin, vice-president of 
the State Life of Indiana, was reelected 
president of the Indianapolis Chamber 
of Commerce at its recent annual elec- 
tion. 


Cyrus H. Lang, supervisor of the 
southern group of ordinary agencies 
comprising all states south of Mary- 
land, for the Prudential Life, died at 





A. 0. HUGHES 


the Farmers National Life Feb. 1. The 
Farmers National is giving real serv- 
ice in conservation. It has written a 
nice clean business and it will be Mr. 
Hughes’ special duty to keep it on the 
books. 

George W. Griffin of G. W. & W .L. 
Griffin, district agents of the Travelers 
at Fayette, O., died at the home of his 
daughter in Toledo last week. He was 
66 years of age. Mr. Griffin had been 
engaged in the insurance business at 
Fayette for 35 years. He retired Dec. 
15 last, turning over the business to 





his —_ in East Orange, N. J., last 
week, after a brief illness. 

Mr. Lang, who was 72 years of age, is 
survived by a widow and two daughters | 
and a brother, George D. Lang, an offi- 
cial of the Massachusetts Mutual Life. 
Mr. Lang had been a life insurance 
man for over 50 years. As a young 
man, he decided to try the life insur- 
ance business, and entered the employ 
of the Massachusetts Mutual, studying 
the business from both home office and 
field sides. He had a quarter-century 
service with that company and worked 
with it in a special capacity as repre- 
sentative at Buffalo, Pittsburgh and 
New Orleans. In 1895, Mr. Lang en- 
tered the service of the Prudential, 
which at that time was developing the 
ordinary branch of its business, and he 
covered nearly every state in the 
Union in the development of the work, 
and at the time of his death he had 
supervision over 500 special ordinary 
men in the southern group. At a re- 
cent convention of that group at Bir- 
mingham, Ala., Mr. Lang received the 
25-year diamond medal from the hand 
of Vice-President Edward D. Duffield 
of the Prudential, who had gone to 
Birmingham especially to address the 
convention and make the presentation. 
His loss will be keenly felt by the 
erdinary representatives of the com- 
pany, among whom he worked so many 
years. 


Alexander McCabe has been re-ap- 
pointed insurance commissioner of 
California by Governor Stephens. Mr. 
McCabe has held the office for four 
years and has made a very satisfactory 
record. 


A. O. Hughes is head of the conser- 
vation department at the home office 
of the Farmers National Life in Chi- 
cago. He is a farmer boy, coming 
from the agricultural section of Defi- 
ance, Ohio. He taught a country 
school and then went to business col- 
lege at Fort Wayne, Ind. For a time 


he was connected with the N. P. Bow- 
ser Company at Fort Wayne, remain- 





it, too. 





He started with 


ing there 12 years. 





his brother, W. L. Griffin. For many 
years he was agent of Union Central 
Life. 


_ 
— 


H. H. Motter, formerly secretary and 
general manager of the Bankers Life 
of Olathe, Kan., and later its receiver, 
is going out of the insurance business 
temporarily. He has been appointed 
state oil inspector by Governor Allen 
of Kansas and will begin his duties as 
soon as the receivership is closed. 

Elmer E. Carson, agency manager of 
the Equitable Life of New York for 
Wisconsin, has made a splendid record 
with the company as a producer. He 
started as a solicitor, and in 1918 was 
appointed agency manager for the 
state, outside of Milwaukee. Upon the 
recent resignation of I. J. Dahle as 
Milwaukee manager, Mr. Carson was 
given the entire state. In 1918 he paid 
for $812,500 of new business, and in 1920 
his organization produced $5,750,000. 
He expects his organization to write 
$12,000,000 of business this year. 

a 


Henry F. Tyrrell’s library at the 
Northwestern Mutual Life building in 
Milwaukee, according to Mr. Tyrrell, is 
no longer an entirely serious and “sol- 
emncholy” place. Mr. Tyrrell has added 
to the archives two products of legisla- 
tive endeavor during the present law- 
making period, which he believes “take 
the cake” and are worthy of preserva- 
tion. 

House bill 273 of Nebraska is one of 
the additions to the library which Mr. 
Tyrrell, extremely busy with legisla- 
tive work at present, takes occasion to 
chuckle over when things and affairs 


require a trifle of relaxation. This bill 
provides: 
“Companies hereafter organized 


should be required to have as executive 
officers persons known to be capable of 
running the affairs of an insurance com- 
pany.” 

In New Jersey legislation, Mr. Tyrrell 
found a bill “for the purpose of pro- 
moting philanthropy through life insur- 
ance.” 

But the prize one of the bunch, he 
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_ BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


| Assets . . . $18,300,000.00 


Kansas City, Mo., February 25, 1921. TWENTY PAYMENT LIFE POLICY 


Bankers Life Insurance Company, Matured in the 
Lincoln, Nebraska. 
GENTLEMEN: Your General Agent, Mr. W. O. Miller, handed me your OLD LINE BANKERS LIFE INSURANCE 
check for $350.32 being the surplus accumulation on my Twenty Pay Life COMPANY 
Policy No. 8213 for $1,000 that matured on this date. My policy being ap- of Lincoln, Nebraska 
proved and continued as a fully Paid Up Participating bond on which I will : 
receive annual cash dividends as long as I live, and at my death the face of Name of Insured.......... Gideon L. Miles 
my policy will be paid to my estate, or to whom I may direct. SE Kansas City, Mo. 
‘ I paid your Company an annual premium of $31.85 for twenty years, or Amount of Policy ............... $1,000.00 
a total of $637.00. This settlement gives me a Paid Up Participating policy Total premiums paid 637.00 


for $1,000.00 that only cost me $286.68, besides having had my life insured for 


$1,000.00 for the past twenty years. SETTLEMENT 


I am well pleased with this settlement and thank you for the very prompt . , 
payment, being made on the day my policy matured. Total cash paid Mr. Miles add toe $ 350.32 
Very truly yours, And a Paid Up Participating policy 


GIDEON L. MILES. OS etic atin Siena as Fe? 1,000.00 


If interested in an agency or policy contract write Home ( fice, Lincoln, Nebr. 
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Public 


Life Insurance 
Company 


incorporated As a Steck Company Under The Laws of the State of [linois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at All Ages From One to Seventy 











ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 
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Great Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. Contracts direct with the 
Company. 


The Franklin is making phenomenal 
progress, having reached the $100,000,- 
000 mark May Ist. 


For information write the Home 
Office. 


Springfield, Ill. 

















APPLICANTS TRY TO 
CONCEAL IMPAIRMENTS 





Dr. F. A. Causey Reviews Experi- 
ence of Peoria Life with 
Cases of That Sort 


EXAMINERS SUPPLY DATA 


Are Responsible for Eliminating Large 
Share of Undesirables—Must Get 
Family History 


An interesting review of the experi- 
ence of his company with concealed 
impairments was given by Dr. F. A. 
Causey, associate medical director of 
the Peoria Life, in his address before 
the medical section of the American 
Life Convention at Excelsior Springs 
last week. Dr. Causey said in part: 

“One may establish as an aphorism 
the saying that many insurance risks 
are deserving of more than casual con- 
sideration. Especially is this applicable 
when viewed in the light of concealed 
impairments. 

“This subject has recently been 
brought to the attention of the medical 
department of the company which I 
represent. We have collected some 
data which have been to us of consider- 
able concern. These data cover a series 
of 3,000 cases, the majority of whom 
were declined because the real impair- 
ment was considered of sufficient weight 
to render them sub-standard risks. 


Information from Physicians 


“The source of our information is 
varied, most of it naturally coming from 
a physician. It is significant to note 
that the regular examiner is responsible 
for the elimination of a large share of 
undesirables and I am sure that you 
will agree that such a state of affairs 
should exist. In all probability he has 
known the person, and whether he ex- 
amines the risk or not he is able to give 
us information of value. 

“Obtaining an accurate family as well 
as personal history from a prospective 
life insurance policyholder is largely 
a task of reading between the lines. 
Some applicants purposely give incoim- 
plete data. Especially is this true if 
they have reason to believe it will have 
a bearing in the determination of their 
insurable status. An examiner may ac- 
curately record the information volun- 
teered by the applicant. This may or 
may not be correct. 


Profit by Previous Knowledge 


“The experienced and conscientious 
physician will profit by previous knowl- 
edge of the applicant and his family. If 
he has practiced for some time in the 
vicinity, by close attention to the 
symptomatology he can at times inform 
the medical department of data which 
is highly important in passing upon a 
risk and at direct variance with infor- 
mation given by the applicant. It is a 
part of the examiner’s duty to give us 
an unbiased report. Many will not be 
affected by either the agent’s or the ap- 
plicant’s desires. They will determine 
the impairment as the applicant re- 
counts his symptoms. At other times 
they report a risk as first-class which is 
manifestly sub-standard. 

“The attitude assumed by the insur- 
ance applicant is markedly dissimilar. 
In obtaining the family history the ex- 
aminer is impressed by the absence of 
communicable disease. Grandparents 
usually live to a ripe old age and if full 
credence could be placed in the data 
obtained, one might almost surmise the 
progenitors were translated. Parents 
seldom suffer from prolonged illnesses. 
The duration of the fatal illness seldom 
exceeds a few months. The health prior 
to this illness is usually good. Only 





when an applicant has a change of heart 
does he recite in detail the diseases from 
which either he or his parents have 
suffered. 

“This change of viewpoint has 
brought to my attention the question of 
concealed impairments. Insurance ap- 
plicants have learned from experience 
that a history of tuberculosis in any 
member of the immediate family, espe- 
cially if there has been any considerable 
association, is a distinct detriment to 
their favorable consideration as insur- 
ance risks. Though other factors have 
come to be of equal importance, few 
have become sufficiently informed to 
conceal the impairment. Therefore, the 
laity is more prone to disclose other 
factors than they are to do so if con- 
sumption is present. 

“To offset this handicap they will 
inform the examiner that the cause of 
death is unknown or will deliberately 
prevaricate. Some seem to be affected 
with a total amnesia, especially when 
there is any question of phthisis sug- 
gested by early death in the family. 
The applicant may not know the cause 
of death as given on the death certifi- 
cate, but he certainly knows or can in 
most cases ascertain the symptomat- 
ology of the disease prior to a rela- 
tive’s demise. At times even the phy- 
sician who treats the patient is unable 
to state positively the cause of death. 
How much greater is the liability of 
mistaken judgment on the part of the 
layman. It is hardly possible, how- 
ever, for the neighbors to know that 
some immediate relative of the applicant 
died of tuberculosis and he be unin- 
formed, especially if he were an adult 
at the time. 

“The reliability of the regular ex- 
aminer may easily be determined in 
many of these cases. When he has 
known the applicant all his life and ex- 
plains that his light weight is a family 
characteristic in the face of data to the 
effect that a member of his immediate 
family recently died of tuberculosis, it 
is time he should be discontinued. 

Examinations by Outside Physicians 


“Agents may believe that risks are in- 
surable despite the fact that the ex- 
aminer may inform them to the con- 
trary. To be convinced, it is necessary 
at times for an agent to take a prospect 
to some other physician and then re- 
ceive a rejection from the home office. 
You have, perhaps, had the experience 
of receiving an examination from a 
physician who has not been appointed 
and have been informed by the agent 
that Mr. Jones prefers to go to his 
family physician or refuses to be ex- 
amined by the regular appointee. In 
such cases it is a wise plan to corre- 
spond with the regular examiner and 
inquire of him if there is any impair- 
ment in the risk which renders him an- 
insurable. Such cases should be looked 
upon with a critical eye if not with 
suspicion, for it is apparent that a risk 
who is in good health does not prefer 
one examiner to another and whatever 
may be his feeling of enmity toward the 
examiner he will be able to prove him- 
self worthy of insurance. The family 
physician may also give information 
which will assist in reaching a satisfac- 
tory conclusion regarding the insurabil- 
ity of the applicant. Requests of this 
nature rarely receive a rebuff. He has 
seen the applicant during an illness and 
has first-hand information regarding 
symptoms and is more apt to interpret 
them correctly. 

“Inspectors, especially those in 
smaller towns, are of great assistance in 
determining whether concealed impair- 
ments exist. Having lived in the same 
town, having observed the applicant, it 
is obvious that reports of a derogatory 
nature should be well known to the 
inspector. It is true that at times we 
receive a report from one that is biased 
in his opinion, but this kind of inspec- 
tion is rather infrequent. Another 
source of information which is indis- 
pensable is that of impairments which 
are reported from the bureau and not 
infrequently they escape all other means 
of detection, but are finally brought out 
by this means.” 
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N. Y. SLOGAN “EVERY 
SALESMAN BETTER MAN’”’ 





Nearly 800 Agents Attend Big 
Sales Congress Held in the 
Eastern Metropolis 





SERVICE IS EMPHASIZED 





Thorp, Woods, Frankel, Ganse and 
Lovelace Make Noteworthy Ad- 
dresses at the Meeting 





NEW YORK, March 21.—“Every 
Salesman a Better Man,” was the 
slogan of the Sales Congress held at 
the Hotel Astor today under the di- 
rection of the Life Underwriters’ Asso- 
ciation of New York, and if, as a re- 
sult of the gathering every one of the 
nearly 800 alert agents who attended 
the sessions has not a better under- 
standing of his business and a greater 
enthusiasm for its prosecution than 
ever before, the fault lies clearly with 
himself, or herself (for many women 
agents were present) and not with the 
speakers of the congress, every one of 
whom brought a message well worth 
hearing, and told it in language clear 
and forceful. 

Orville Thorp, president of the Na- 
tional Association of Life Underwriters, 
who for weeks past has been traveling 
about the country attending congresses 
at important centers and is scheduled 
to speak at still other meetings of like 
nature within the next ten days, urged 
that the first duty of the agent was 
to the old policyholders, and that the 
latter should be seen and the exact na- 
ture of the indemnity they had pur- 
chased made clear to them. 


Woods on Business Insurance 


Edward A. Woods of Pittsburgh, the 
most interesting figure in life circles, 
spoke upon “Business Insurance,” re- 
citing a number of excellent reasons as 
to why such indemnity should be 
bought. The present method of gen- 
eral business, he said, is to insure 
everything of value that might be lost, 
and of these, far and away the most 
important is the life of the responsible 
men in an enterprise. It is good busi- 
ness, Mr. Woods asserted, for an insti- 
tution or for an individual to bury his 
debts with his body, a proceeding made 
possible through the medium of life in- 
surance. From reliable sources Mr. 
Woods learned that there are scarcely 
200 business concerns in this entire 
tountry that have been in existence a 
full century, while the average life of all 
corporations is but five years. This 
heavy mortality is due in no inconsid- 
erable degree to the financial embar- 
rassment caused by the death of one of 
the directing heads, and the inability 
of the remaining interests to settle the 
estate upon the terms and within the 
time limits desired by the executors of 
the deceased. Again, in large corpora- 
tions the death of one important figure 
is frequently followed by the passing of 
others in the enterprise, due to the 
added and severe responsibilities placed 
upon them. 

Mortality Greater in Dull Times 


It is a fact easily understandable that 
the mortality among leading business 
men is greater in times of general in- 
dustrial depression than in periods of 
Prosperity. The credit of an organiza- 
tion is immediately affected, and often 
adversely so, through the death of an 
officer or of a prominent division head. 
A notable case in point was the shrink- 
age of $8,000,000 in the value of Harri- 
Man securities some years ago, when 
the serious illness of the great railway 
Manipulator was first announced. An- 
other case mentioned by Mr. Woods 
was that of a Kansas bank that was 








Breaking Down Barriers 
of Production 


Gene Colwell, Jr., says— 


“There are three requirements to 
make a prospect— 


First, he or she must be an accept- 
able risk. 


Second, he or she must have the 
money to pay the premiums. 


Third, he or she must have a need 
which life insurance can serve.” 


The Lincoln Life has practically eliminated 
the first requirement by accepting 99 percent of 
applications received. 


The Lincoln Life’s ratings are so scientifically 
based that the Company shows the most favorable 
mortality rate of any of the 58 largest life insur- 
ance companies for the past fifteen years, accord- 
ing to the report of The Spectator of November 18, 
1920. 


The Lincoln Life has minimized the third re- 
quirement by establishing an educational course 
for its agents and by personal supervision of its 
fieldmen so that the needs of every prospect are 
readily grasped and means of service arranged. 


The Lincoln Life takes care of ‘the or she’’ by 
writing women on the same basis as men. 

Because The Lincoln Life offers more prospects 
by cutting down the prospect requirements, it pays 
to— 




















The Lincoln National Life 
Insurance Company 


‘Its Name Indicates Its Character’’ 
Lincoln Life Building, Fort Wayne, Indiana 
Now More Than $165,000,000 in Force 
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Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


Applications considered from reliable stock salesmen 
on new issue—20,000 shares—best of leads furnished 








Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,010.00 


Condition on December 31, 1919 


OEE POOLE TOE OLA BO ROE OEE ne ENCE CTE $ 20,700,133.74 
SSSI a RES ae Sere EE aera e: 18,650,203.62 
EMI EIIIIED, oo cccsvccccceresccccescncescesvescssosseeees 2,049,930.12 
NR i ue ancny cegeascesannenenwasensoedwe 176,501 ,808.00 
Payments to Policyholders ..............ccccccccecccccccsecscess 1,851,338.97 
‘Total Payments to Policyholders Since Organization............. $23,840,173.80 


John G. Walker, President 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now ing. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "*psja.cs"* Pittsburgh, Pa, . 


Building 








THE STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 
OW operating in 22 states and the District of Columbia—through its 
loyal and efficient agency corps produced in 1920—its 75th Anniversary 
Year—the largest t of paid b in the history of the Company. 
In every department the Company experienced its most successful year. 


B. H. WRIGHT STEPHEN IRELAND D. W. CARTER 
President Superintendent of Agencies Secretary 














Are You Permanently Established? 


Write for Territory m 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











IS 
VICE 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, michicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


Boel, OF OUR We have a contract for you under which your 
Gao Ses income will be limited only by your activities 








a y-% = a - Ve C1 ©), 1 | oe et = 1 | Oe 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT<“° MONTHLY INCOME INSURANCE. 


jdeeam LATEST POLICIES AND AGENCY CONTRACT 
Openings OHIO, IND,, KY., MICH. and W.VA. Write Columbus 


MEL, 
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FOR FACTS 


able to save itself from insolvency 
only through the proceeds of a heavy 
life insurance policy, paid upon the 
death of its president. While the death 
of a responsible officer is a heavy blow 
to any corporation, Mr. Woods said, 
its results are more serious to the 
smaller enterprises, which have only 
limited staffs to draw upon. The 
many needs of business institutions, Mr. 
Woods held, could be met by life in- 
surance more completely than through 
any other medium. He quoted one 
large department store of Pittsburgh 
as following the practice of granting 
credits to customers only to the extent 
of their annual life insurance premium 
payments. 
Dr. Frankel Speaks 

Life insurance, in the opinion of Dr. 
Lee K. Frankel, third vice-president of 
the Metropolitan Life, is merely put- 
ting into practical operation the scrip- 
tural injunction “Bear ye one another’s 
burdens.” The essential thing in life 
underwriting is not to make every man 
a better salesman, but to make every 
salesman a better man, and once the 
confidence of the prospect be had, he 
will not question the character of the 
policy offered him by the agent. 

The operation of federal and state 
inheritance tax laws, and the great need 
for taking out life insurance to meet 
the levy, was explained by Franklin 
W. Ganse of Boston, one of the best 
students of life insurance taxation in 
the country. Stating that the $100 in- 
dustrial life policy was taken out to 
meet the “expense incident to death,” 
and that policies of from $5,000 to 
$10,000 were intended to make partial 
replacement for the loss of earning 
power, he asserted that indemnity for 
large amounts was required by men of 
wealth in order to conserve their estates 
at the time of their death, and to make 
certain the payment of bequests in ac- 
cord with their intent. How serious 
were the inroads made even upon large 
estates by the inheritance tax laws of 
the federal and state governments, Mr. 
Ganse noted by the experience of the 
Frick, Dodge, Phelps and other prop- 
erties, before final settlement was ef- 
fected. 

Monthly Income Emphasized 

In the mind of Griffin M. Lovelace 
of the Carnegie School of Life Insur- 
ance Salesmanship, monthly income in- 
surance is the ideal method of insur- 
ance, and agents who fail to make 
known its merits to their clients are 
woefully recreant in their duty. In- 
demnity had by this means, he said in 
his summary, “can not be left in the 
bank, to be drawn out at will; cannot 
be borrowed by relatives; cannot be 
loaned to members of the family; can- 
not be invested in worthless securi- 
ties; cannot be spent foolishly, or lost 
through the depreciation in the value 
of erstwhile good securities.” Instead 
the widow and children are guaranteed 
a fixed amount, at stated and regular 
periods, and with absolute certainty 
can gauge expenditures in accord 
therewith. 

At the 35th annual banquet of the 
association, held in the evening, en- 
joyable talks were made by F. A. Wal- 
lis, commissioner of immigration, New 
York City; Rev. C. Wallace Petty and 
J. W. Elliott, president of Business 
Builders, Ine. 


Bankers Reserve Figures 

The Bankers Reserve Life of Omaha, 
Neb., has closed a very successful year, 
being the greatest in its history. Its 
assets now amount to $10,332,873; capi- 
tal stock $100,000; dividend reserve 
$384,302, and unassigned surplus $1,014,- 
838, giving it a policyholders’ surplus 
of $1,499,140. Its new business last 
year was $27,453,147. Its assets gained 
$1,117,676. Its business in force is 
$77,395,695. It paid policyholders last 
year $887,545. The company is mov- 
ing along in a very satisfactory way. 
President Robert L. Robison, Vice- 
President Walter G. Preston and Sec- 
retary and Treasurer Ray C. Wagner 
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YOUR NAME 
HERE 


Advertising Pencils Build a 
Good Will and Bring Results 
Turn your prospects into 
customers and your cus- 
tomers into friends b 

presenting them wit 

high-grade Advertisin 

Lead Pencils, printe 

with your advertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them 
Samples and quotations on request 


An “Ad” im the hand is worth 1000 
in the waste basket 


NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 
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are the main factors at the home office. 





FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








Agency Openings in 
Indiana 


for men who are ambitious 
to succeed 





Popular Priced Policies 





Specimen Rate 
Age 30 —————-_ $14.28 
NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 








“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sez! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «-T Bits.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 
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FOR DOUBLE BENEFITS 
HEARING ON WISCONSIN BILL 


Measure Proposed Would Allow Pay- 
ment of 2 Percent a Month Under 
Disability Clause 


How much of the featuring of dis- 
ability clauses in life insurance policies 
is catering to a frill, opening the door 
to poor underwriting and unduly ex- 
alting a “side issue” over “good, old 
straight life insurance?” This question 
was earnestly asked and considered on 
Tuesday of this week before the Wis- 
consin senate committee on corpora- 
tions by legislators, life underwriters 
and life company officials. 

Has there not been a growing ten- 
dency in recent years by state legisla- 
tion to adopt provisions which, how- 
ever unintentionally, offer constant 
temptations toward less careful under- 
writing; for example, through what 
might be considered by some life men 
as a gradual and insidious increase of 
surrender values or annuities in the 


NEW CHICAGO COMPANY 


ORGANIZING ECONOMY LIFE 





Plans to Write Both Ordinary and In- 
dustrial Business—Will Have 
$200,000 Capital 





The Economy Life is a new company 
being organized in Chicago, with offices 
ir the Western Union building. Its au- 
thorized capital is $500,000, but it will 
start when it has $200,000. Its stock is 
selling at three for one. The organi- 
zation expense is limited to 15 percent. 
It will write both industrial and or- 
Ginary business. The stock will be sold 
enly in Illinois. 

Samuel Sailor is president of the 
company, he being vice-president and, 
manager of the sales department of the 
western branch of the Heywood 
Brothers & Wakefield Company, manu- 
facturers of chairs. James A. Clinton, 
manager of the western branch of 
Janeway & Carpender, the wall paper 
concern, is vice-president. Winton L. 
Rankin is secretary. He is manager of 





event of total or permanent disability? 


Anxious for Information 


Wisconsin senate bill 250 S, intro- 
duced by the committee on corpora- 
tions, with the real author in the back- 
ground and thus far not definitely 
known to company officials and under- 
writers, providing for an increase in 
surrender values and annuities, when 
heard at the capitol this week, brought | 
forth the foregoing questions and a 
number of others along the same line. 
The hearing offered ample evidence 
that there was no purpose to defeat ar- 
bitrarily the bill amending the present 
law. There was, rather, the attitude of 
earnest and sincere students, who had 
the future of the life insurance business 
very closely at heart. Some of the argu- 


the phonograph department of Sears, 
Roebuck & Co. Thomas Cooper, the 
fire insurance man, who is Cook 
County special agent for the American 
of Newark, is treasurer. The medical 
director is Dr. Charles J. Whalen, 
formerly president of the Cook County 
Medical Society and the Illinois Medical 
Society. He was health commissioner of 
Chicago under Mayor Dunne. He is 
now editor of Illinois State Medical 
Journal. The other directors are R. Sid- 
ney Frazer of the R. Sidney Fraser 
Company; Joseph H. Clark of Johnston 
& Chapman; James M. Barstow of the 
Giachini Candy Company; Frederick E. 
Frain of C. H. Burke & Co., investment 
brokers. 

L. O. V. Everhard, who has had a 
wide experience in life insurance, has 
been employed as the sales manager 





ments indicated that the real author of 
the measure might better come out in| 
the open. One underwriter said pri-| 
vately that “may be there was a nigger | 
in the woodpile somewhere,” because of | 
the quiet and unostentatious manner | 
in which the bill came before the legis- | 
lature. 


Law Changed in 1919 


It was brought out that prior to 1919, | 
the Wisconsin law provided that in the| 
event of total or permanent disability | 
from any cause, the surrender value or| 
annuity was to be limited to one-tenth | 
of the sum insured in any one year. In| 
1919 the law was changed after a pro- 
tracted and earnest discussion of the 
whole subject of disability features, and 
since then the provision has been for'| 
payment of not in excess of 1 per cent | 
per month of the face amount of the| 
Policy. 

The bill, 250 S, proposes to change the | 
law to read 2 percent. This doubles the 
amount provided for, only two years 
ago, when the legislature last met in 
biennial session. 

It was stated that some life officials 
and underwriters who have given earn- 
est thought to the subject have been 
somewhat worried about the emphasis 
placed on the disability features in sell- 
ing life policies; about the new con- 
Structions placed on the features, and 
the somewhat pronounced tendency to 
play up the feature in many new lights 
and with many new “frills,” as one said. 


Waiver and Annuity Clauses 


It was pointed out that many kinds of 
Waiver or premium clauses were being 
used and had probably helped in sell- 
ing and performed a real service to the 
policyholder. On the other hand, an- 
Nuity clauses ought to be considered 
always for what they really are—a form 
ef accident and health coverage, and in 
the case of life policies might easily 
become more of accident and health in- 
Surance than life insurance. Under the 
1 percent law, prior to age 60, with 





and is in charge of the organization 
work. 
waiver of premiums, a good deal of ad- 
ditional business has been written. 
There has been some _ underwriting 
work which almost bordered on switch- 
ing, some agents catching on to these 
features more quickly than others. On 
the whole, however, the performances 
under the 1 percent law have been satis- 
factory and believed to be well within 
the bounds of safety from every view- 
point, including temptations toward 
poorer underwriting. While, of course, 
the clauses on these subjects were vir- | 
tually the same in the cases of prac- 
tically all the life companies, neverthe- 
less some underwriters were of course 
keener than others in making use of the 
features. 
Considering Further Safeguards 


Companies, it was said, were at the 
present time considering the throwing 
of further safeguards in the interest of 
policyholders around the disability fea- 
tures. Some had already provided that 
the installments or annuity payments 
be deferred six months after receipt of 
proof, Frequent reproof was being pro- 
vided for. There were problems of 
definition and application of the words 
“total and permanent disability” to 
contend with, no matter how well 
worked out the contract provisions in 
policies. While these facts were possi- 
bly not of chief consideration in dis- 
cussing the proposed change in the law, 
the life men nevertheless felt that such 
proposals as the bill 250 S ought to be 
considered from every angle of interest, 
and not only as the interests of com- 
panies, but those, primarily, of the 
policyholders. 


Celebrates 70th Anniversary 
The Berkshire Life is celebrating its 
70th anniversary this year, having been 
writing policies since 1851. As 70 is a 


good luck number, the company expects 
year. 


to make this a big 




















THREE 
RULES: 


The Northwestern Mutual Life 
Insurance Company was the pioneer 
in establishing rules to protect itself 
and its agents against evils which de- 
moralized the business. 























For twenty-seven years it has enforced a stringent 
Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage 
Rule which prohibits the acceptance of business 
from, or the payment of commissions to, other than an 
agent of the company. Exception only is made in the 
case of legitimate surplus business and then only from 
a licensed agent of another company upon an anti- 
rebate agreement from him. 


For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all ap- 
pointments to general agencies shall be made from those 
already connected with the company and otherwise 
qualified. 


To the literal enforcement of these rules is attributed, 
in large part, the success, high character and the loyalty 
of the agency force of 
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J. O. LUAGMAN, President DR. ANDREW JOHNSON, Seeretasy 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 











MUTUAL TRUST 


LIFE INSURANCE 
COMPANY 





FULL LEVEL PREMIUM RESERVES 


Youngest Company in America to Discard Preliminary Term Valuations 


A Strictly Mutual Company in which the Good 
Will of Responsible Agents Counts for 100%. 


IF YOU WANT TO GROW appress 


HOME OF FICE—30 N. LA SALLE ST., CHICAGO, ILL. 
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LIFE AGENCY CHANGES | 

















Ripner in Field Work 
Peter P. Ripner, who for a number 


cashier in the Cleveland office of the 
Equitable Life of New York, has re- 
cently gone into field work with the 
general agency of Herman Moss, at 
Cleveland, and will act as agency su- 
perintendent. 

Mr. Ripner’s years of experience in 
the cashier’s office will prove of spe- 
cial value to the men of Mr. Moss’ 
agency. 





Kansas City Life Changes 


D. J. Cravens has bought out the in- 
terest of J. A. Cravens in the firm of 
Cravens Brothers, state managers for 
the Kansas City Life for Nebraska, 
and the agency there will hereafter be 
known under the name of D. J. Cra- 
vens, state manager, with offices in the 
First National Bank Building at Lin- 
coln. 

F. J. Brennan, former manager for 
Iowa, has resigned and the state agency 
has been taken over by J. C. Cravens 
and son, Charles R. Cravens. The 
agency will be conducted under the firm 
name of Cravens & Cravens, state man- 
agers for Iowa, with offices in the Ma- 
sonic Temple Building, Des Moines. 





Philadelphia Life Appointments 


H. S. Bryant has been appointed gen- 
eral agent for the Philadelphia Life, 
with headquarters at Camden, N. J. He 
was for 13 years identified with the 
Aetna Life at the home office and at the 
Philadelphia branch. The Philadelphia 
Life also appointed Walter M. Ivey 
general agent at Pittsburgh, Pa. 





Thomas Turner and A. W. Crary 


Thomas Turner of the Crary-Turner 
Agency of North Dakota has resigned 
to take the Northwestern National Life 
general agency for Southern California. 
During the past five years the agency 
has led all organizations in the total 
amount of business written in North 
Dakota, obtaining $17,000,000 in the past 
three years alone. 

A. W. Crary, the senior member, will 
continue state representative of the 
Northwestern National. 


Carl C. Twigg 


The Continental Life of Delaware has 
entered West Virginia. Carl C. Twigg 
of Clarksburg, W. Va., has been ap- 
pointed general agent for that state. 








Joseph H. Smith 


Dr. Joseph H. Smith, formerly con- 
nected with the state agency of the At- 
lantic Life at Nashville, Tenn., has been 
appointed district agent of the company 
at Petersburg, Va., succeeding Hampden 
S. Tredway, who has accepted the dis- 
trict managership of the State Mutual 
Life of Worcester in southern Virginia, 
this appointment being made by Goode & 
Anderson, state agents at Richmond. Mr. 
Tredway was one of the aces of the At- 
lantic Life. 


Life Agency Notes 


Cc. G. Leffel, who has been district 
agent for the Connecticut Mutual Life 
at Sioux City, Ia., has gone with the 
Equitable Life of New York, to handle 
Sioux City and northwest Iowa. 

Edward Shoemaker, formerly with the 
National Life U. S. A., has been ap- 
pointed district agent for the Fidelity 
Mutual Life at Davenport, Ia., with of- 
fices in the Kahl building. 

John Knoff, for the past ten years with 
the New England Mutual Life, San Fran- 
cisco agency, has been appointed super- 
intendent of agents by General Agent 
Joseph H. Gray. Mr. Knoff will spend 
most of his time traveling in the north- 
ern California territory. 


No State Fund Fee Raise 

By a vote of 50 to 28 the Wisconsin 
assembly killed the bill which would 
permit the payment of a $5 policy fee 
for securing policies for the state life 
fund. This bill was sent to engrossment 
last week. 















“SOMETHING 
NEW FOR 
AGENTS” 
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37,005 PEOPLE 


wrote to us last year and asked for an idk. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 8! per cent. 


insurers since 1878. 

A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pre. PHILADELPHIA 








MR. AGENT! 
Do you care . os » not 
SIZE? Age, xperience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Agency 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGBNTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 








It does 3 things: 
@ Gives every Agent a Square 
Deal 


g Pays equal compensation for 
equal work. 

q Affords every Agent the 
same opportunity for ex- 
pansion and organization 
building. 


These are three things which 
most agency contracts do not de. 
Does yours? 


Ask about the Square Deal Contract 





Madison, Wisconsin 

















HOTEL WISCONSIN 
Big Hotel of Milwaukee 
HEADQUARTERS for INSURANCE MEN 
500 Reoms—400 with Bath 
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WRITING ORDINARY BUSINESS 


George H. Spillane of Lowell, Mass., 
Gives Valuable Suggestions at 
Boston Congress 


George H. Spillane of Lowell, super- 
intendent of the John Hancock Mutual 
Life in that city, speaking at the “In- 
dustrial Conference” of the Life Under- 
writers’ Sales Congress held in Boston 
March 16, discussed the subject, “How 
to Write Ordinary Business.” The first 
step, he said, was to understand the 
principles underlying the art of selling. 
There may be exceptions where a man 
with no education becomes an artist in 
salesmanship, but with the general run 
of men it is necessary to be grounded in 
fundamental principles in order to 
make a success. 

With this to start on, the agent must 
determine his point of contact. In 
other words, whom he is to approach 
and how he is to establish the contact. 
Good luck and persistence will assist 
greatly, but systematic study of meth- 
ods is essential. Men who are person- 
ally well equipped to write ordinary 
insurance do not always pursue the 
right method of contact and therefore 
fail in their efforts to land the prospect. 
Hence the agent must know how to 
utilize his knowledge. 

The quality of business written is 
just as essential as volume and Mr. 
Spillane believed that it was well for 
the industrial agent to concentrate on 
his debit territory and work that terri- 
tory thoroughly. 


Conservative Life News 


E. P. Hunter, who prior to the world 
war was connected with one of the old 
line companies, has entered the employ 
of the Conservative Life in the capacity 
of special home office representative. 
Mr. Hunter at the present time is work- 
ing in the different industrial districts 
endeavoring to build up production. 

The company is holding ordinary in- 
struction meetings in the different dis- 





tricts for the purpose of increasing the 


amount of ordinary produced by the in- 
dustrial men. A joint meeting of the 
Kokomo, Peru, Logansport and Marion 
staffs was held at Kokomo, Vice-Presi- 
dent Burkart being in charge of the 


meeting. 
A joint meeting of the Anderson, 
Muncie, Elwood and Alexandria staffs 


was held at Anderson, Mr, Burkart again 
being in charge, though the majority of 
the time was taken up by E. P. Hunter, 
special home office representative. 


Prudential News 


During 1920 no less than 22 Vincennes, 
Ind., agents or more than 56 percent of 
the staff qualified for membership in the 
$50,000 Club, organized by Superintend- 
ent W. C. Scott a few years ago. In 
recognition of their accomplishments a 
banquet was tendered by Mr. Scott to 
these agents and the assistant superin- 
tendents. Among the invited guests were 
Superintendents E. H. Amelung of Cin- 
cinnati 2, J. H. Hughes of Indianapolis 
2, C. R. Medsker of Lexington, Inspector 
S. E. Hurst and Division Manager H. 
Rhodes Feder. A letter from President 
Dryden was read in which Mr. Scott was 
congratulated upon last year’s fine record 
and reference made to the high position 
he held among the company’s leaders. 
Spirited addresses were made by Agents 
Rolison, Lemasters, Toombs and W. T. 
Colvin, also by Assistants Charles, Smith, 
Axton and Satterfield. 

Agent Arthur V. Elliott, of Paducah, 
Ky., is a high class producer of ordinary 
business and has a large amount to his 
credit this year. He has the honor of 
leading the agency staff of Division L. 
Agent Samuel V. Crawley, Wichita, 
Kans., is a prominent producer of ordin- 
ary business, and the issues have been 
coming along in steady volume. In addi- 
tion he has given the production of 
industrial constant attention, and has 
made good progress in that line of the 
work. The following named agents have 
the honor of leading in their respective 
orders, the agents of Division L in low 
arrears: Jacob J. Signaigo, St. Louis 4; 
Louis Dieker, Belleville, Ill.; Carl H. 
Windmoeller, St. Louis 3; Edwin J. Wet- 
zel, Belleville, Ill; Wm. A. Reichman, 
Belleville; Wm. H. Bruene, St. Louis 1; 
Wm. J. Chrismer, St. Louis 3; Joseph 
Zimmerman, Belleville; George J. Savage, 
Belleville, and Henry H. Legendre, Belle- 
ville. 








NEWS OF LOCAL ASSOCIATIONS 








Racine-Kenosha, Wis.—E. B. Hand, at- 
torney of the First National Bank of 
Kenosha, addressed the March 19 meet- 
ing of the Racine and Kenosha Associ- 
ation, held at Racine, on “Life Insur- 
ance with Relation to Commercial Cred- 
its." A discussion followed. Speakers 
included James Bailey, J. N. Gobel, G. W. 
Hudson and William Hudson. It was re- 
ported how banks, especially in larger 
cities, are asking constantly for more 
and more information on the subject of 
life insurance protection from business 
men requesting accommodations. An in- 
teresting feature brought out in the dis- 
cussion was that some life underwriters 
are still putting “the cart before the 
horse” in their work with prospects. 
Just as a man does not buy a home to 
Save money, but saves money to buy a 
home, so he educates his children not to 
Save money but to make an enlightened 
home. He doesn’t marry to save money | 
but to have a home. It was added that | 
life insurance salesmanship which bears | 
entirely on the “saving money” side, is 
likely to be “hitting amiss,” along the | 
Same lines of reasoning. Purely selling | 
on the basis of financial investment was 
4 mistake, it was stated. 

x * * 

Grand Rapids, Mich.—The Grand Rap- 
ids Association has been re-organized as 
the Western Michigan Life Underwriters 
Association and will henceforth include 
imsurance men from all this section of 
the state. The change was effected at 
the March meeting of the organization, 
when it was also decided to establish 
branches in several cities in western 
Michigan. As a result of the action eight 
life insurance men from Muskegon were 
accepted for membership and Ernest M. 
Stevens of that city was made a vice- 
President. 

Seventeen applications for membership 








were approved and accepted as a result 
of the sales congress recently held here. 
Other business included adoption of a 
resolution whereby no part time agent 
in the future will be admitted to mem- 
bership. 

George Walker, executive of the Grand 
tapids council of Boy Scouts, in a talk 
on his work told of an organization of 
life underwriters which had assumed the 
responsibility of organizing a Boy Scout 
troop and suggested this would be ex- 
cellent special work for the Western 
Michigan Association. He stated that 
less than 5 per cent of American fathers 
are making real “pals” of their sons and 
deplored this neglect. 

A. H. Kollenberg of 
gave an address on “Business Insurance 
for Credits,” stating confidence in busi- 
ness is largely the result of satisfactory 
credit. A proper amount of life i 


Grand Rapids 


insur- 
ance to protect the business on the death 
of one or more of its important heads 
provides a sufficient and sure amount of 
available cash to retain confidence and 
thus stabilize credit. 


* * x 
Chicago.—The Chicago Association at 
its regular monthly meeting, Monday 
night, had a record attendance. It was 


“Past Presidents’ Night” and all of these 
“veterans” except four were present. 
The past presidents attending were Jules 
Girardin, Phoenix Mutual; Dr. H. C. Cas- 
tor, Connecticut General; E. A. Ferguson, 
Union Central; George R. McLeran, 
Home; Alfred McArthur, National Life, 
U. S. A.; William F. Crawford, Equita- 
ble of Iowa; E. C. Fowler, New England 
Mutual; E. C. Platter, Massachusetts 
Mutual. Jules Girardin gave a brief 
summary of the past, present and future 
of the association, showing the wonders 
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Fire, Casualty, 
Automobile 


Insurance Companies, etc., will 
find superior office space in 
our new fifteen-story 


Q. C, ie 
Building 
166 West Jackson Boulevard 


Opposite Insurance Exchange 


For particulars apply Room 
1106, 181 West Quincy St., 
or phone Harrison 1055. 


Old Colony Life 


Insurance Co. 
CHICAGO 






























































ANNUAL REPORTS 


as required by State Departments must 
be accurate and readily compiled from 


your records. 


Our Fiscal Agency Plan for Insur- 
ance Companies offers valuable aid in 
this connection. 


May we show you how it is benfit- 
ing other companies? 


UNION T 


Write us. 


RUST COMPANY 
CHICAGO 


Capital and Surplus, $4,700,000. 
At Madison and Dearborn Streets 


“Since the Great Fire”’ 
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worked by the organization and its co- 
operation. 

The speaker of the evening, H. N. 
Tolles, vice-president of the Sheldon 
School, opened his address with some 
“setting up exercises” and after an in- 
troductory definition of salesmanship as 
the “power pleasantly to persuade your 
prospect to purchase your product prof- 
itably,” he outlined one of the secrets of 
successful salesmanship. He said that 
the reaction of the salesman upon the 
customer with his product, which is a 
sale, is basically the sale of self and 
service; that every contact of human 
beings entails a sale of some commo- 
dity, if no other than friendship. The 
successful salesman is the one who can 
first sell himself. 

After the meeting, policy 


the official 





label of the association was distributed 
to members, for use on all policies writ- 


ten by association members. 
* * * 
Dubuque, Ia—The newly organized 


Dubuque association has elected officers 
as follows: President, J. C. Garland, 
Northwestern Life; vice-president, John 
O’Rourke, Prudential; secretary-treas- 
urer, J. L. O’Connor, Metropolitan. The 
committee appointed to draw up by-laws 
for the organization is composed of 
F. W. Mahlke, Equitable of Iowa; W. H. 
Ryan, Universal Life, and W. H. Gifford, 
Northwestern. Practically all of the 
general agencies in Dubuque are repre- 
sented in the new organization. 


*x* * * 
Minneapolis, Minn.— The Minneapolis 
Association will hold its “Grand In- 


















tionary period. 


anniversary. 


of the insuring public. 


Improved Disability Provision 
Claim may be made as soon as disability occurs—no probationary 
Payments begin immediately on approval of claim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. { 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 




















test with flying colors. 


The Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. ‘The Massachusetts Mutual passes this 
Over $45,000,000, or 35%, 
of the business delivered last year was on the lives 
of men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 








ment Insurance. 


at the same rates. 





A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. 
issue Participating and Non-Participating Policies. 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 


We 
As regards 


We insure males and females 








augural Baw!” March 22. It is announced 
that President Edwards will lead the 
“prom” and deliver the inaugural. A 
questionnaire on the monthly income 
policy will be conducted by Lorin Hord 
and another on business insurance by J. 
Walker Godwin. Echoes from the Sales 
Congress last month are also expected 
to be heard at this meeting. 

Cc. N, Patterson, secretary of the Min- 
neapolis Association, announced that he 
had ordered 10,000 pamphlets containing 
the six prize winning essays by Minne- 
apolis school children on “Why Daddy 
Should Buy a Life Insurance Policy” and 
that he soon would be able to comply 
with requests of hundreds of companies 
in the United States and Canada for 
copies. The association will make a 
charge for them, however, as the contest 


cost quite a bit of money and it also 
costs money to have the pamphlets 
printed, 

*x* * * 


Waterloo, Ia.—A Life Underwriters As- 
sociation has been established by local 
life agents. The initial meeting was 
attended by about 40 nfen. Robert Hart- 
man, president of the Des Moines Asso- 
that meeting 





ciation, was a visitor at 
and gave a short address regarding the 
benefits to be derived through such a 
union of insurance men of the com- 
munity. 
* 2s 

Dallas, Tex.—‘Life Insurance as a Ba- 
sis for Bank Credits” will be the main 
subject for discussion at the March 


meeting of the North Texas Association 
Friday night. J. D. Gillespie, cashier 
of the Dallas National Bank, will be the 
principal speaker. Mr. Gillespie’s dis- 
cusion of the subject will be along the 
lines of carrying a sufficient amount of 
life insurance to enable the insured a 
proper rating on loans or securites. He 
will discuss, also, cash value of life in- 
surance as collateral for loans. 

Following the discussion of the ques- 
tion there will be a series of questions 
asked and answered. Also, insurance 
men who have had experience in selling 
protection on that basis are expected to 
outline the arguments they used and tell 
the members of the organization how 
that argument met reception. 


* * * 


San Francisco, Cal.—Arthur J. Hill, 
state agent for the State Life of Indiana 
at San Francisco, has been appointed 
secretary of the Northern California As- 
sociation, succeeding Ray W. Crawford, 
who found that his business affairs con- 
fined him to his office, interfering with 
the secretarial work. Mr, Hill has been 
very active in association affairs, re- 
cently organizing branch associations in 
Fresno and Eureka, Cal. 

* * * 

Davenport, Ia.—Plans for a state wide 
advertising campaign, to cover a period 
of two years, were outlined by Louis 
DeArmand at the meeting of the Dav- 
enport Association Saturday. The idea 
of the proposed campaign is to acquaint 
the people of iowa more fully with the 
value of life insurance. Talks favoring 
the plan were given by H. L. Williams, 
L. M. B. Morrissey, Carl Le Buhn and 
Frank Perry. 

Professor Wassam of the University 
of Iowa spoke on the life insurance 
course in the university school of com- 
merce and said that it was his intention 
to bring several members of his class 
to Davenport at the time of the Sales 
Congress here April 1. 

L. M. B. Morrisey read the paper pre- 
pared by Lee Dougherty, who was out 
of the city, on the proposed state in- 
surance taxes. It was his contention 
that if the proposed law went through 
the rate charged in Iowa would be the 
highest in any state of the union. About 
50 were present at the meeting. 








Grogan with Bank Savings Life 


George L. Grogan, who has been the 
actuary for the Bankers Life of Olathe, 
Kan., almost ever since its organization, 
has joined the actuarial department of 
the Bank Savings Life of Topeka. The 
Bank Savings reinsured the business of 
the Bankers at the time of the receiver- 
ship. The policyholders of the Bankers 
will thus have an officer in the Bank 
Savings who will have first hand knowl- 
edge of their policies when it comes to 
transacting any business regarding 
their policies. The Bank Savings also 
took over all of the agency force of the 
Bankers at the time of the reinsurance. 








FEDERAL LIFE WINS TAX CASE 


Indianapolis Court Decides for the 
Company in Suit Brought Against 
It by Indiana 


INDIANAPOLIS, IND., March 23. 
—The test case against the Federal 
Life of Chicago, claiming back taxes 
on the reserves deposited in Indiana, 
has been decided in favor of the Fed- 
eral Life. 

The suit, brought by a state tax fer- 
ret, involved four outside companies 
who were operating in Indiana—the 
Federal Life of Chicago, Pan American 
Life of New Orleans, Peoples Life of 
Chicago and Cleveland Life of Cleve- 
land. These companies claimed that 
their operations as outside companies 
did not necessitate taxing the deposits 
of reserve securities in the state of 
Indiana. The securities on deposit in 
Indiana were there by reason of the 
previous operations of the companies 
which they had _ purchased. They 
further claimed that all the taxes re- 
quired by law on premiums had been 
paid. The taxes demanded would 
constitute a tax on reserves. 

The case involved $186,000 for the 
Federal Life, and was an important 
test case. 

Judge Chamberlain of the circuit 
court of Indiana has rendered his de- 
cision in favor of the defendants, and 
this renders the legal reserve deposits 
safe from taxation. It was a question 
whether local Indiana companies would 
be involved or not. 


Ruling on Presumption of Death 


The Missouri Supreme court last 
week ruled that a by-law of the Royal 
Neighbors of America, a fraternal, rela- 
tive to policyholders who are absent 
from home for long periods and sup- 
posed by law to be dead, rendering 
their policies void from collection, is 
at variance with the laws of Missouri 
and the common law and cannot stand. 
The supreme court is of the opinion 
that in such cases the state law pre- 
sumes the man to be dead, as does also 
the common law. 





New Laws in North Dakota 


The North Dakota legislature passed 
a bill providing for .the valuation of 
stocks and bonds on the amortization 
basis, as urged by the National Con- 
vention of Insurance Commissioners. 

A bill to reduce the capital stock 
requirements of life companies was de- 
feated. The amount prior to 1919 was 
$100,000 and was increased then to 
$250,000. This bill proposed to put it 
back to the former figure. 


Using Minneapolis School Essays 


The value of the essays submitted in 
the school children’s essay contest con- 
ducted by the Minneapolis Associztion 
of Life Underwriters on “Why Daddy 
Should Buy a Life Insurance Policy” 
as sales material is already being dem- 
onstrated. Minneapolis agencies are 
now getting the permission of the asso- 
ciation there, which had the essays 
copyrighted, to send out copies to their 
agents and the effect is said to be almost 
instantaneous. 


Farmers & Bankers Meeting 


At the annual meeting of the stock- 
holders of the Farmers & Bankers Life 
of Wichita, Kan., March 7, all the direc- 
tors whose term expired were re-elected 
for five years. The annual directors 
meeting was held on March 8. All the 
present officers were re-elected. A new 
office, that of assistant secretary, was 
created and Frank B. Jacobshagen was 
elected to this office. Mr. Jacobshagen 
has taken a very active part in the affairs 
of this company for the past few years 
and his promotion is well deserved. The 
company is in, good shape and an ag- 
gressive campaign for new business '$ 
to be made during 1921. 
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The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 


BOOST LIFE INSURANCE 





GOOD CONGRESS AT BUFFALO 





Ten Associations Join in Enthusiastic 
Reception to “Barnstorming” 
Missionaries 





The Life Underwriters Associations 
of Buffalo, Bradford, Erie, Guelph, 
Hamilton, Jamestown, Olean, Roches- 
ter, Toronto and Woodstock, Ont., re- 

















ACTUARIES 


_— F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_— J. HAIGHT 


oR 
810-813 Hume-Maasur Bidg. 
INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 


re C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 














NSELOR AT LAW 
_ CONSULTING ACTUARY 
ums, Surrender Values, 
ftc., Valuations and 
mations Policies and al] Life 
Prepared. The Law of 
a Special 
fe OMA CITY 
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CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








Consuttine Actuary 
402-404 Kraft Buildin 


S. WITH INGTON 
Tel. Walnut 3761 


DES MOI IOWA 

















& Penn Mutual Premium, less a Penn Mu- 


mm of all ite Benefits, is unsurpassed for net 
lew cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 
of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased te Full 3% Reserve. 
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sponded enthusiastically to the call of 
Newton E, Turgeon, president of the 
Buffalo Association, to a one day Sales 
Congress to hear the “barnstorming 
insurance missionaries,” Messrs. Thorp, 
Scovel and Pearson. 

The western record of these three 
gentlemen had led members of these 
associations to expect constructive, 
helpful suggestions for the man with 
the rate book. Not one individual has 
evinced any disappointment. “All were 
sold and stayed sold.” 

Besides the National Association 
speakers, Clarence Campbell of Roches- 
ter and Lorne V. Johnstone of Hamil- 
ton, Ont., brought valuable contribu- 
tions in the way of canvassing in short 
talks, reproducing personal interviews 
which have closed cases. 

Of over 700 in attendance at the day 
meetings and over 260 attended the din- 
ner at 6:30. The application of insur- 
ance on a wider plan to Americaniza- 
tion of foreigners by the Rev. George 
Fred Williams, a naturalized English- 
man, opened other vistas for those in 
attendance. 

The keynote of Mr. Thorp’s evening 
remarks were again striking and inspir- 
ing, “Boost the institution of life in- 
surance.” 

The cooperative suggestions of Ed- 
ward H. Letchworth, vice-president 
Marine Trust Company, on “Value of 
Life Insurance as Viewed from a Bank- 
er’s Standpoint,” with illustrations from 
scenes at the office with prospective 
borrowers, gave additional impetus to 
the possibilities of selling life insurance 
tc business men in order to increase 
their banking credit facilities. 


New Chicago Assistant Managers 


Manager W. H. Kolb of the Travel- 
ers life and accident department at Chi- 
cago has appointed H. B. Grogan, A. 
P. Ramsey and R. W. Horn as assist- 
ant managers. Mr. Grogan has been 
in charge of the group department. The 
group business of the Travelers has 
now been placed in the direct charge of 
the life and accident managers. Mr. 
Ramsey and Mr. Horn have been special 
agents. 


Change in Travelers’ Plans 


The group department of the Trav- 
elers has heretofore been operated: in- 
dependently of the life and accident 
department in various branch offices. 
In the large cities a group representa- 
tive held forth and was entirely sepa- 
rate from the local manager. Now the 
Travelers is putting all its group men 








in charge of the accident and life man- 
agers. 


Guardian Re-enters Wisconsin 


Announcement was made this week 
that the Guardian Life of New York 
will again operate in Wisconsin. J. J. 
Silber of the Milwaukee staff of the 
Equitable Life has accepted the ap- 
pointment to head the’ Wisconsin 
agency, which will be located in Mil- 


waukee. Arrangements for quarters 
have not yet been completed. The 
Guardian withdrew from Wisconsin 


some years ago, upon changing its name 
from the Germania Life, and was at 
that time handled by the Schmitz 
Brothers’ agency in Milwaukee. 


Penn Mutual Agency Meeting 


The annual meeting of the Penn Mu- 
tual Agency Association is to be held 











at Atlantic City, N. J., June 28-July 1. 
J. Edward Durham is president of the 
association. The committee in charge 
consists of Mortimer R. Miller, Roches- 
ter, N. Y.; Will O. Ferguson, Evans- 
ville, Ind.; Charles J. Iredell, Cincin- 
nati; Clarence C. Miller, Boston, and 
John E. Murray, Cleveland. 


N. Y. Life Men at Grand Rapids 


The annual one-day sales conference 
of Western Michigan representatives of 
the New York Life was held March 15 
at Grand Rapids. The principal meeting 
of the day was held following a lunch- 
eon at Peninsular club with the entire 
field force in attendance. At this meet- 


NATIONAL 
LIFE INSURAN 


__ GEO. GODFREY MOORE, *ressdenr 





ing present day problems of the field 
force were discussed by Charles H. 
Langmuir, assistant superintendent of 
agencies at the home office, and W. O. 
Baldwin, inspector of agencies of the 
Great Middle department. 

A. E. Lamble, agency director of the 
Grand Rapids branch, was chairman of 
the meeting. Others who addressed the 
meeting were: H,. A. Fitzsimmons, 
Grand Rapids; W. G. Glazier, Kalama- 
zoo; A. E, Lampen, Holland; Frank 
Dalton, Grand Rapids. 


Rupert F. Fry, president of the Old 
Line Life of Milwaukee, is on a fishing 
trip at Datona, Fla.. where Mrs. Fry 
joined him this week after a visit with 
her brother in Washington, D. C 
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HOME OFFICE TOPEKA 





RESERVE LIFE, of TOPEKA. 


any others. NATIONAL RESERV 


office executives. 
and bound to win. 


You'll want one! 


THE BIGGEST POINT 


Any life insurance salesman who has “‘been thru the mill’’ sooner or later 
realizes that home office executives who have had long experience actually 
selling insurance in the field, are best equipped to assist others in selling. 

That is the big point that appeals to those live agents in Kansas who have 
been able to see something more than “‘a new company” in THE NATIONAL 


The President of this unique company has built up a state wide prestige and 
good will thru twenty years of successful insurance experience. 


In organizing the NATIONAL RESERVE LIFE he had in mind the creation 
of those elements that would most appeal to high grade, enterprising men who 
want to create something of permanent value to themselves. 


NATIONAL RESERVE LIFE pie were built to sell in competition with 
LIFE field cooperation has been designed 
to fully satisfy the needs of good men rather than to tickle the vanity of home 


THE NATIONAL RESERVE LIFE is young, sound, vigorous, enlightened 


It has some unusual “‘ground floor’’ opportunities for the right kind of men. 


Write at once for particulars, to 
GEORGE GODFREY MOORE, President. 








for the qualified man willing 


WANTED 


A General Agent for Cincinnati 


By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here's a 


eine opportunity 


to wor 
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INSURANCE COMPANY coOnFIDENCE 
of BOSTON, MASS. 


MUST WIN ALL THE TIME 


AGENT KNOWS 
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strated values 
offered your 


prospect 
WILL GAIN HIS 
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THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 


RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: -Home Office, Des Moines 








The Farmers & Bankers Life 


Insurance Company 











Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


LEADS THEM ALL I8 KASSAS 


Wichita, Kansas 


























More Than 1!4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 
Jan.1,1911 Jan. 1, 1916 Jan. 1, 1921 

Assets $ 5,614,764 $10,279,663 $ 22,885,957 
Policies in Force 371,106 613,615 1,277,277 

Insurance in Force 49,245,028 89,596,833 251,594,364 
Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 























RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 





















HOLD LIVE CONVENTION 


MIDLAND MUTUAL MUSTER 





Two Days’ Meeting of the Company’s 
Ohio and Michigan Field Men 
Was Held 





The annual two-day convention of 
the Ohio and Michigan field men of the 
Midland Mutual Life of Columbus, O, 
was held at Columbus. About 140 of 
the company’s representatives were in 
attendance. A _ lively morning and 
afternoon session and a gala banquet 
in the evening comprised the first day’s 
events. The men were two-day guests 
of the company, the second day being 
taken up by attending the sales con- 
gress. 

The subject matter of the Midland 
program had to do largely with topics 
of direct Midland interest rather than 
of a genera! insurance nature. Among 
those taking leading part on the pro- 
gram were First Vice-President Harry 
B. Arnold and Actuary J. Charles Rietz. 
L. C. Hammond, Michigan field super- 
visor; E. P. Tice and H. P. Jeffers of 
Columbus, R. A. Tuttle and J. A. Brady 
ot Cleveland, O. C. Norton of Toledo, 
P. R. Marshall of Lima, E. O. Mowrer 
of Akron, C. W. Stillson and H. B. 
Koberts of Youngstown, A. H. Sherer 
and W. T. Trump of Dayton, C. P. Mc- 
Pheron of Bellefontaine, J. M. Lust of 
Tiffin, and E. C. Janson of Springfield. 

President W. O. Thompson was in 
his happiest mood in his banquet greet- 
ings to the convention. Dr. E. J. Wil- 
son, chief medical examiner, addressed 
the banqueters, his subject being “Cb- 
servations on my last summer three 
months’ trip through Europe.” Secre- 
tary George W. Steinman closed the 
banquet session by presenting club cer- 
tificates to the winners. 


Gem City Life’s Meeting 


The Gem City Life of Dayton, O.. 
gave a dinner to its stockholders last 
Saturday evening. It now seems wise 
to increase the stock by selling $50,000 
more at two for one, thus increasing 
both capital and surplus. Its assets are 
now $371,548; reserve, -$250,129; cap- 
ital, $100,000; net surplus, $17,892; in- 
surance in force, $3,922,631. Vice-Presi- 
dent and General Manager I. A. Morris- 
sett has had some problems to deal 
with in connection with revamping and 
reorganizing the company. He has 
done a good job and the company 1s 
now in a position to move forward 
rapidly and securely. At the meeting 
Mr. Morrissett presented the plans for 
strengthening the company. He ap- 
pealed to the stockholders to cooperate 
in every possible way in helping the 
agents and officers. The stockholders 
can ‘be of great value in giving encour- 
agement to agents, assisting them with 
prospects and furnishing them leads. 
Dr. J. W. Trout acted as chairman of 
the meeting. One of the speakers was 
Irving S. Hoffman, manager of the 
Climax Rubber Company of Columbus, 
O., who was formerly associated with 
Mr. Morrissett when both were con- 
nected with the Ohio State Life. Col. 
E. A. Deeds, Lee Warren James and 
others spoke. 


Problem of Beneficiary 


Howard Phillips of Maquoketa, Ia., 
was shot dead by Justus Murray at New- 
port, Ky., some weeks ago. Murray was 
acquitted, but an echo of the case has 
developed at Maquoketa where Vesta M. 
Welch is suing the New York Life for 
$10,000 life insurance carried by Phil- 
lips. She claims in her petition that she 
is Phillips’ divorced wife and that after 
the decree was granted she assumed her 
maiden name. The beneficiary named in 
the policy is Mrs. Phillips and at the 
time it was taken out she was his wife. 
Since the name of the beneficiary was 
never changed, she is now suing for the 
face of the policy. An interesting prob- 
lem is raised. 
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Boston, Massachusetts 


Life, Accident and 


Health Insurance 


Low Guaranteed Rates 








Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


Central and Southern Ohic and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
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FOUNDED 1865 


The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


“Tantamount to a 


Sight Draft” 


A Provident Long 
Endowment is not 
only payableimmedi- 
ately should the in- 
sured die; if he lives 
to the maturing date 
specified in the policy 
it is tantamount to a 
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REPORTS OF TEXAS COMPANIES 





Dallas Life Officials All 
Regarding Prospects for 
®Coming Year 





DALLAS, TEX., March 22.—Life in- 
surance companies of Dallas reported 
increased business for the year 1920 and 
were optimistic as to the outlook for 
1921 at the annual meetings of stock- 
holders and directors here. Not a Dal- 
las company but showed a decided in- 
crease in business during 1920 as com- 
pared with that of 1919. 

At the annual meeting of the Amer- 
ican Life Reinsurance the report showed 
that the company had done more than 
20,500,000 worth of business during the 
two years of existence. This business 
is distributed over 40 states. The Amer- 
ican is one of the largest companies of 
its kind in the United States. It was 
organized by A. C. Biggers among Dal- 
las business men about two years ago. 

The president of the Southwestern 
Life reported the greatest progress in 
the history of the company. His report 
showed that the new company during 
paid for more than $34,000,000 of new 
business entirely in Texas and that the 
company on January 1 had more than 
$95,000,000 worth of business in force. 

The Southland Life reported in- 
creased business and prospects for even 
better business for 1921 at the annual 
meeting of directors and stockholders. 
Two changes were made in the official 
family of the company. Clarence Linz, 
who has been vice-president, was made 
treasurer also, and B. Seay was 
added to the board of directors. 

The first annual meeting of the stock- 
holders of the United Fidelity Life 
showed that the new company during 
the three months of its operation had 
more than $1,000,000 of insurance in 
force and that indications for the year 
are for about $10,000,000 of business. 


| 
| 


Optimistic | 








Utah Company Wrote $6,000,000 in New 
Business Last Year—Plans New 
Office Building 





The Beneficial Life of Salt Lake 
City reports new business written last | 
year of $6,000,000, an increase of $700,- 
000. This brings the total amount of | 
insurance in force up to $30,062,000. | 
The admitted assets of the company 
are $3,353,349. 

The Beneficial was organized by | 
Lorenzo N. Stohl, the present manager, | 
in 1905. It is doing business in Utah, | 
Idaho, Arizona, Wyoming, Nevada and 
California. Heber J. Grant, well known | 
intermountain insurance man, and presi- 
dent of the Mormon Church, is presi- | 
dent of the company. As soon as build- | 
ing prices come down the company will | 
build a large modern office building at 
Salt Lake City, in conjunction with the | 
Utah Home Fire. The site was secured 
more than a year ago. 


Opens Chicago Office 


Edson F. Folsom of Indianapolis, a 
well known life insurance broker who 
was formerly general agent of the 
State Mutual and recently has had an 
office with the Massachusetts Mutual 
general agency, has opened an office in 
Chicago in the First National Bank 


building. He will continue his Indian- 
apolis office but expects to spend a lit- 
tle over half of his time for some 
months to come in Chicago. He will 
specialize on business insurance and the 
larger lines with which he has had con- 
siderable experience. 


West Coast Life to Move 


The West Coast Life of San Francisco 
expects to remove to its home office 
building at the corner of Second and 
Market streets about Sept. 1. The build- 
ing is a beautiful 12-story structure lo- 
cated at one of the most prominent cor- 
ners in San Francisco. 





GOOD PROGRESS SHOWN | BENEFICIAL LIFE’S FIGU RES 


DOUGHERTY IS HONOR GUEST 
Guaranty Life Agents at St. Louis Hold 
Enthusiastic Meeting—Business 
Increased 





L. J. Dougherty, secretary and gen- 
eral manager of the Guaranty Life ot 
Davenport, la., was the guest of honor | 
at the quarterly meeting and dinner of | 
Moriarty & Fox Agency of St. Louis. | 
Mr. Dougherty in his remarks stated | 
that despite the unusual conditions ex- | 
isting, the company’s business thus far 
this year has shown a 50 percent in- 
crease. 

“If,” said Mr. Dougherty, “the pres- | 
ent ratio of increase is maintained | 
throughout the remainder of the year, | 
the company will exceed the mark set | 
for 1921—$25,000,000.” 

The agency force, including the four- 
teen new men recently added to the 
staff, were particularly enthused by his 
announcement that the new income and 
old age pension policy, upon which ac- 
tuaries of the company have been work- 
ing for some time, will be placed on 
sale early next month. 


Fort Worth Life Election 


P. V. Montgomery was elected vice- 
president and was re-elected actuary 
and general manager of the Fort Worth 
Life Insurance Company at the annual 
meeting of the stockholders and direc- 
tors last week. He was formerly secre- 
tary of the company. S. H. Weather- 
ford, formerly assistant secretary, was 
elected secretary. The other officers 
were re-elected. 





_ Charles H, Langmuir, assistant super- 
intendent of agencies of the New York 


Life, will visit St. Paul agents, Satur- 
day, April 16, and Minneapolis agents, 
Monday, April 18. He is now making 
practical talks to agents all over the 





country 


| ingly good month in February. 
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EXPECT A GOOD SAVING 


MORTALITY RATE IS LOWER 





Philadelphia Companies Report De- 
crease from Last Year—Conditions 
Better in South. 





PHILADELPHIA, PA., March 22.— 
Philadelphia companies report that the 
mortality rate for the first two months 
of 1921 is slightly lower than that for 
the corresponding period last year. 
Several companies experienced a good 
January while others had an exceed- 
How- 
ever, there are very few companies 
whose mortality rate for the first two 
months of this year is higher than last 
year’s. The decrease is very slight but 
it is still a decrease, 

Conditions in the South are steadily 
improving, stated a Philadelphia actu- 
ary. While the situation is still pretty 
bad in the rural sections of the South, 
conditions have been improved in the 
big cities of the South. The swamp 
lands and climate below the Mason- 
Dixon line make residents there rather 
unfavorable risks for the life companies. 
The big cities have cleaned house and 
with hospitals at hand, ills frequent in 
the South can be combated. But in 
the country sections where the physi- 
cian has to travel several miles between 
each patient and where hospitals are 
very few and far between, it is not so 
easy to fight sickness brought on by 
climatic conditions. 


Gamble’s Men Hold Meeting 


Robert M. Gamble of Memphis, 
Tenn., manager of the Pan-American 
Life in western Tennessee and eastern 
Arkansas, held an agency convention in 
Memphis. Secretary J. E. Woodward 
and Vice-President E. G. Simmons of 
the company were present to represent 
the home office. Mr. Gamble was in 
charge of the deliberations. 





Position. 


Them in Many Ways. 








Successful Years in Its History. 
Kentucky, of which Cincinnati is The ““Hub.”’ 


tional Mortality Record. 





The Oldest of the “‘Younger’’ Companies in Ohio and One of The Oldest in the Central West, The Columbia 

Life Has Gone Consistently Forward for Nineteen Years Enlarging Its Business and Strengthening Its Financial 

Today it Stands Preeminent Among the Companies of Its Class. 
Its Business is Largely Confined to The Three States of Ohio, Indiana and 
Its Agents Are Thus Located Within a Few Hours’ Ride of The 
Home Office and Are Kept in Constant Touch with the Officers Who Deal Directly With Them and Assist 
Its Business is and Has Always Been Clean and High Grade as Shown By Its Excep- 

If You Would Like to Link Your Future with a Company Which Regards Its Home : 
Office and Field Force as One Big Family The Columbia Life Has a Choice General Agency Open for You in 

Either Ohio or Indiana. 


Address Sumner M. Cross, President, Cincinnati. 


The Columbia Life Insurance Company 


Cincinnati, Ohio 





It is Now Closing One of the Most 
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UP TO COMMISSIONER 


PROTEST LICENSE RENEWAL 


Utah Association of Life Underwriters 
Objects to Permit to Mountain 
States Life 


SALT LAKE CITY, UTAH, March 
22.--Officers of the Utah Association of 
Life Underwriters have filed a formal 
protest against the renewal of the 
license of the Mountain States Life of 
Denver, Colo., as a result of the investi- 
gation which was made into the affairs 
of this new western company by Denver 
insurance officials a short time ago. 
Rulon M. Owen, president of the asso- 
ciation, told a representative of THE 
NATIONAL UNDERWRITER that the action 
of the Utah underwriters was taken in 
the interests of the public and the life 
insurance business as a whole. He ridi- 
culed the idea, expressed in some quar- 
ters, that their action was due to agi- 
tation by local officers of eastern com- 
panies who were unable to compete 
with a western concern. President 
Owen said his association had requested 





the insurance commissioner to set a 
date for a hearing on the question. 

Commissioner Wells when asked as to 
his attitude said that he would allow the 
company to continue business until he 
has had time to go into the matter. He 
is communicating with Denver insur- 
ance authorities and until he has heard 
from them is not prepared to express 
an opinion as to his next step. No fig- 
ures are available at the time of writing 
as to the volume of business the com- 
pany has in this state, but Commissioner 
Wells said he thought it would be $100,- 
000, or perhaps more. The company 
does not have a branch office in Utah, 
but has only soliciting agents. 


Jefferson Standard District Meetings 


The management of the Jefferson 
Standard Life of Greensboro, N. C., has 
announced district agency meetings in 
Dallas, Tex., March 28; Memphis, 
Tenn., April 1, and Louisville, Ky., 
April 2. The meetings will be attended 
by President Julian Price and Secre- 
tary W. T. O’Donohue. Agents writ- 
ing and paying for as much as $10,000 
new business between March 15 and 
the dates of the meetings will be in- 
vited to attend with expenses paid. 
Meetings of this kind have heretofore 
been held in different sections of the 
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for 


Lima, Ohio 





man to get in on the 


THE GEM CITY LIFE INSURANCE 
OF DAYTON, OHIO 


Write the Heme Office for further particulars. Here's an opportunity for a 


young Ohie 


CO. 


nd floor with a progressive 
company 











Coupons 
Group Insurance 


Issues only 


treatment. 





Great Southern Life 


Insurance Company 


HOUSTON-DALLAS 
‘“*Texas’ Hundred Million Dollar Company”’ 


Has never issued a policy with 


Double Indemnity 
Premium Reduction 


(No frills or trimmings) 


Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
All business conducted on strictly cash basis. 


oO. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 











company’s territory, with large attend- 
ance and much enthusiasm manifested. 


Write $1,000,000 a Month 


The White & Odell agency of Min- 
neapolis, state agents Northwestern 
National Life Insurance Company, 
has written business in excess of $1,- 
000,000 monthly so far this year. The 
country districts are coming in slowly, 
but this is offset by the larger produc- 
tion in the big cities. 


Reduction of Capital Rescinded 


At the annual meeting of the stock- 
holders and board of directors of the 
Amicable Life of Waco, Tex., the di- 
| rectors rescinded the action of the 
meeting of the stockholders a year ago 
withdrawing $1,000,000 deposit made 
| by the company with the state treas- 
|urer and reducing the capital stock to 
| $100,000. This action was taken because 
| the authority given had never been ex- 
ercised. The capital stock remains at 
$820,000 and the surplus at $735,000. 





Western States Convention Plans 


The Western States Life of San Fran- 
cisco is making efforts to have the 1921 
$100,000 Club convention the greatest 
in the history of the company. Ar- 
rangements have been made to hold the 
annual gathering at Catalina Island, 
one of the most attractive resorts in 
Cailfornia. President H. J. Saunders 
has called upon the field force to make 
a harder fight to accomplish their goals 
and encourages the men by letting 
down the bars for term insurance for 
the next two months. Full credit in 





“Enclosed herewith please 
find my check for $3.00. We 
would not be without your 
valuable paper for twice its 
subscription price.”— Extract 
from a letter from 


JAMES M. COWAN 


General Agent 
Northwestern Mutual Life 
AURORA, ILL. 











their club standing will be allowed for 
term policies for $5,000 or over. 


Equitable Men Promoted 

Albert G. Borden has been appointed 
inspector of agencies at large for the 
Equitable Life of New York with head- 
quarters at the home office. Mr. Bor- 
den will assist in the direction of the 
field operations with special reference 
to organization and selling plans. He 
is one of the well known men at the 
Equitable Life and is secretary of the 
Association of Life Agency Officers. 
Walter E. Johnston has been appointed 
superintendent of the agency bureau, 
succeeding Mr. Borden. He is one of 
the men in the home office who is thus 
given promotion. 


Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 





We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 
JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 











Claims Paid by Tel 


CLAIMS PAID “ON SIGHT.” 


old. The Glo 
transacting Industrial Insurance. 


PROGRESS FOR 1919 
Gain in Assets 
Gain in Income 


are making big money. 





431 SO. DEARBORN STREET 





Globe Mutual Life Insurance Company of Chicago 


egraph 
Claims Paid by Telephone 
Claims Paid by Special Delivery 


BY CHECK DIRECT TO THE BENEFICIARY. 
CLAIMS PAID 


HI 
THIS IS MORE THAN PAID BY ANY ILLINOIS LI 
IN THE SAME TERRITORY 


SUCH IS THE RECORD OF THE GLOBE MUTUAL LIFE INSURANCE COMPANY 
of Chicago, incorporated under the Illinois Insurance Laws, 1895, or twenty-five 
be is the oldest Life Insurance Institution of the State of Illinois 


ORDINARY AND INDUSTRIAL BRANCHES: Pushin 
We give them the best leads to work on in the world. 


Apply T. F. BARRY, Sec. and Gen’l Manager and Founder 


FOR DEATH AND TOTAL AN 


D. 


FE IN 


iin are 


Gain in Assets 

Gain in Income 

Gain in Insurance 

agents wanted. Our agente 


PHONE HARRISON 199 


— 








THOMAS J. OWENS, President 


Capital, $200,000 


build « real life insurance company. 





DR. ALBERT SEATON, Vice-President and Medica! Director 


CENTURY LIFE INSURANCE CoO., 


NO ORGANIZATION EXPENSE 


All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de 
ef Indiana who believe in the ability of the management to partments of life insurance work. 


We offer agents experienced management, superier pelicy contracts, 


choice territory, progressive field and 
old-fashioned general agency contract that means money. 
If yeu want te be affiliated with an institution that has real red blood in its veins---that has all the elements of grewth and permanency— 


Tell us where you want to work 


home office methods and an 


CLAUDE T. TUCK, Secretary 

Oceidental Buildin 

INDIANAPOLI 
Surplus, $100,060 








DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


| YMAN & PALMER 
: General Agents for Illinois 
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BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS | 


——— 




















